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Chicago “Way Down in Twentieth Place 


— In Murders! 


Figures compiled by the librarian of the Chicago Municipal Reference Library, for the 
nine months ending September 30, 1930, disclose the fact that Chicago is not “first in 
murder.” This information may be startling to those uninformed critics who saddle 
Chicago with all the faults of the universe, but it is not surprising to loyal Chicagoans. 
Therefore, we take pleasure in presenting a few statistics. Chicago leads the world in 
many things, but not in murder : 


Population Ratio of Murders Population Ratio of Murders 
U. S. Census for each U. S. Census for each 
Rank City of 1930 100,000 Pop. Rank City of 1930 100,000 Pop. 


1—Jacksonville, Florida 129,809 26.92 11—Norfolk, Virginia 128,968 11.53 
2— Chattanooga, Tennessee 119,539 26.66 12— Richmond, Virginia 182,883 11.11 
3— Miami, Florida 110,514 24.54 13—Cincinnati, Ohio 449,331 10.88 
4— Birmingham, Alabama 257,657 23.84 14— New Orleans. Louisiana 455,792 9.78 
5—San Antonio, Texas 254,562 20.40 15—St. Louis, Missouri 822,032 9.26 
G—<Kicnses City, Keases 122,327 16.66 16—Cambridge, Massachusetts 113,650 9.09 
7— Nashville, Tennessee 153,153 14.00 17—Ohlahoma City, Oklahoma 185,383 8.94 
8—Gary, Indiana 100,749 13.00 18— Cleveland, Ohio 900,430 8.77 
9— Knoxville, Tennessee 105,797 12.37 19—Fort Worth, Texas 160,892 8.75 
10— Kansas City, Missouri 399,484 11.76 20—Chicago 3,375,329 8.36 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE 
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- ALL RIGHT FOR 
“YESTERDAY BUT 

&S THIS 1S-TODAY— | 

3} LOOK UP! &s 
; NOT DOWN : 
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PROSPEROUS 193! CALLS FORA TRIMOTORED AMBITION ~ 3 


IF YOU ARE THINKING OF 
MAKING A CHANGE FOR 1931 
“WRITE US BEFORE DOING SO 


Licensed to do business in 32 States 


Real First- Year Commissions i Non-Forfeitable Renewals 


SERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 



























THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Il. Thirty-fifth year. No. 2. Friday, January 9, 1931. $3.00 
per yu. ” ate per copy. Entered as second-class matter June 9, 1900, at postoffice at Chicago, IIl., under act 
of Marc » 1879. 











January 9, 1931 LIFE INSURANCE EDITION l 














Outstanding 
REASONS 
>>> whi YOu 4 


- THE GREAT SOUTHERN 


































Among other reasons these You are invited to join this 
three are outstanding because group of successful men. In ad- 
they assure remunerative satis- The Great Southern pays a lib- dition to these “3 Outstanding 
faction, harmonious working con- eral first year gerry Reasons” you will find the Great 
ditions, and mutual understand- ALLY LARGE Southern: 

,. . oe . . COMMISSIONS. 
ing. To an ambitious, industrious 
agent they are the means to ob- Rates as low if not lower than others. 





tain financial SUCCESS. 


A well and favorably known Company. 








They are the difference be- Accepts as muck as $5,000 on the non- 
tween just a life insurance agent medical plan. 
and an independent, prosperous, Each agent’s contract is Insures lives from age one day old to 
valuable member of your com- made direct with the Com- seventy years. 











munity. They are the reasons pany. Accepts business on annual, semi-an- 
why Great Southern agents have, nual and quarterly plan. 
in a comparatively short time, Ranks seventh in capital stock size in 
sold more than $285,000,000 in the United States. 
life insurance. They are the cond Has a line of child’s policies that carry 
sons why the Great Southern is a disability feature on the parent. 
represented = Arkansas, Kansas, All contracts between the Delivers its policies within week after 
Louisiana, Mississippi, Missouri, agents and the Company are on a application is received in the home 
New Mexico, Oklahoma, Tennes- uniform basis. Thus, each Great ein 

Southern agent operates under 
see and Texas by successful con- identical relationship with the Gives substantial and helpful home 
tented agents. home office. office cooperation. 
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AIN d-f 
ei ge al 25 Million Dollars (73%) 


JNCREASE i in 
net admitted assets 44 Million Dollars (113%) 


In 1930— 
Paid Beneficiaries of Deceased Policyholders $2,233,662.38 
$3 50,000,000 Paid to Living Policyholders - - - - - $2,775,718.41 


Paid-for Insurance in Force Paid Policyholders and Beneficiaries since 
Organization - - - - - - =~ ~ $50,053,627.77 


FINANCIAL STATEMENT 


December 31, 1930 














RESOURCES 
Bonds, 
Government, State, County, 
and Municipal - $5,817,634.77 
Railroad, Public Utility, 
Industrial, etc. $11,870,300.43 $17,687,935.20 
First Mtg. Loans (City end Farm) «= « 10,427,290.00 
Policy Loans - - ss 8,298. 116.14 
Real Estate - - ~—2*-< - 1,989,695.13 
Premiums, Due onl Ddleved ce © 1,825,903.00 
Cash on Hand 996,819.08 
Interest Due endAccreed ad Other Assets 856,983.59 
TOTAL « « = $42,012,672.14 
LIABILITIES 
Reserve on Policies - o* « $34,014,365.00 
Death Claims Due and Ldeeid . . None 
Claims Reported but Proofs of Lows not 
Received- - 902,772.74 
Present Value of ‘Death, Disability, oud 
other Claims Payable in Instalments - 1,243,174.85 
Premiums and Interest Paid in Advance - 965,278.88 
Reserve for Taxes Payable in 1931 - - 258,000.00 
Miscellaneous Liabilities - - - - - 985,390.53 
Contingency Reserves - . 1,000,000.00 
Profits “ Distribution to Policyholders . 2,053,100.84 
Surplus to Policyholders (Including 
$1,100,000.00 Paid-in Capital) - - 2 690,589.30 
anh.» » « 49.012,672.14 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J: ARNOLD, Pacsivent 


STRONG~ Minneapolis Minn. ~ LIBERAL 


OR N“NL-ANOTHER GREAT 
YEAR OF PROGRESS : - 


New Business Paid For 
$70,000,000 
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Place Emphasis 
on Sales Work 


New Northwestern Mutual Agents 
Are Warned Against “Service 
Approach” , 


NEW YORK CONVENTION 


Pure Selling Urged at Regional Meeting 
to Avoid Time Consuming 
Methods 


NEW YORK, Jan. 8.—The need of 
keeping emphasis on “pure selling” and 
not becoming prematurely involved in 


intricacies of the “service approach” 
and other relatively unimportant and 
time-consuming sales methods was 


forcefully brought out at the closing 
session of the two-day regional conven- 


tion of the Northwestern Mutual Life 


here. 

The program Saturday morning was 
well coordinated. It was in charge of 
Erroll Ripley, Pittsburgh special agent, 
assisted by W. R. Chapman, assistant 
superintendent of agencies at the home 
office; H. E. Strong and F. W. Schwarz 
of Pittsburgh; H. B. Otway, Lockport, 
N. Y., and W. J. Mack, Cincinnati. 

Not for New Agents 


“The beginning agent had better not 
attempt the service approach in selling,” 
Mr. Chapman said. “The Carnegie 
foundation after exhaustive study is of 
the opinion that even in such technical 
professions as law, medicine and engi- 
neering, suctess is due 15 percent to 
knowledge and 85 percent to personal- 
ity and the way it expresses itself. And 
yet most of us put in 85 percent of our 
study time on ‘knowing’ and maybe 15 
percent on improving our action.” 

He alluded to statistics of the Life 
Insurance Sales Research Bureau show- 
ing the value of seeking new prospects 
rather than wasting time with old ones. 
These figures, based on thousands of 
cases, indicate that salesman’s chance of 
success with any group of prospects is 
im proportion to the number of new 
prospects to old ones. 


Emphasis on Selling 


“Our purpose is to do business, not 
to dream or drift,” he said. “When a 
salesman uses any of the hours that he 
ought to be out selling in filing pros- 
pect cards or writing letters by the 
‘hunt-and-punch’ method, he is doing 
work that could be done by a $15-a- 
week file clerk or typist. Selling is an 
art. It can be learned only by practice, 
by the greatest number of trials and 
performances. After all, poise is merely 
making a good impression—which of 
course must be backed up by depend- 
able financial and personal conduct.” 

Speaking on “Life Insurance as Prop- 
erty,” A. R. Jaqua, associate editor 
Diamond Life Bulletins, gave a clear 
(CONTINUED ON PAGE 15) 


|President Houston Gives 


Life Insurance Views 





tion of basic tenets or principles. 


rhetorical flourishes. 


bearings a bit, I had a most illuminating 
conversation with him in his office. 
There is a Jeffersonian simplicity about 
the man. One who has a real cause to 
advocate or who is on a serious mission 
needs to run no intricate maze to be 
admitted to his sanctum. He is most 
approachable and cordial. His is a 
fatherly attitude. 
Had a Wide Experience 


I surmise that the directors of the Mu- 
tual Life, when called upon to elect a 
president to carry on most important 
administrative work, saw in Mr, Hous- 
ton the incarnation of characteristics 
and qualities that they desired empha- 
sized in the corporate organism. Mr. 
Houston’s ideals, his business sincerity 
and conscience fit in admirably with life 
insurance operations in their pristine 
form. Long in the educational field, 
successful as a college president, most 
helpful and broadminded as a member 
of Woodrow Wilson's cabinet, inti- 
mately associated with one of the great 
public utility corporations in advancing 
its human relationships, he thus was 
trained for that very important post he 
now fills as the directing head of one 
of our great life companies. . 

In Sympathy With Simple Policy 


The Mutual Life is somewhat distinc- 
tive in the family of the giant compa- 
nies because it has kept very close to 
the fundamentals of life insurance. It 
believes in life insurance without tassels 
and filigree. It advances along the way 
blazed by those who saw in this great 
beneficent system a scientific plan for 
personal protection. 

President Houston is in hearty sym- 
pathy with this policy. He desires to 
stress life insurance as personal pro- 
tection—a means whereby the individ- 
ual may have his peculiar needs diag- 
nosed by an expert and then adapt its 
pliable form to himself. Mr. Houston 
has no quarrel with companies follow- 
ing a different course. They have their 
functions and they are important. He 
does say that so far as the Mutual 
Life is concerned it can best serve its 
purpose and do more for its members 
by following a more restricted path. 

Stuck to the “Big Tent” 

For example, the Mutual Life has 
never entered the sub-standard field or 
the wholesale field of group insurance. 
It does not write accident and health 


insurance, except its disability, and 
double indemnity features in co tion 
with its regular life policies. It has 





stuck consistently to the “big tent.” 





By C. M. CARTWRIGHT 


Sometimes we are much benefited by a reassertion and reaffirma- 


In our political by-paths, we stray 


far from the main road and then it pays to return to the old highway. 
To recall fundamental truths is often helpful. 
when men allied with life insurance would find it eminently desirable 
to bear first principles in mind and to read the story without any 
The abnormal situation in the speculative finan- 
cial field, its craze- provoking influence and its tragic denouement 
have left many people perplexed. When the Mutual Life of New York 
elected David F. Houston its president and after he had gotten his 


Perhaps now is the time 


Secause President Houston is so 
deeply interested in what might be 
termed old fashioned life insurance in 
its more individual aspects, it seemed 
to me that his views on a few salient 
points would be of interest and might 
take us back to the old time simple con- 
cepts of the business. 

Houston's Views on Investments 

Take for example investments. Presi- 
dent Houston feels that company offi- 
cials should be trustee minded. They 
are not dealing with their own funds. 
They are custodians of funds left in 
their care through sacrifice often by 
thousands of people who rely on these 
officers to use prudence and care. “Life 
insurance,” said Mr. Houston, “needs 
to be removed just as far as possible 
from the speculative field. It should not 

(CONTINUED ON PAGE 14) 





Gives Views 














DAVID F. HOUSTON 


President D. F. Houston of the Mu- 
tual Life of New York, who is an ex- 
ponent of life insurance in its more 
pristine form and who is not interested 
in any exploitation of the business for 
personal or financial gain, gives his 
views in an authorized interview in this 
issue of The National Underwriter. 





Industrial Had 
Heartening Year 


Slump From 1929 Record Is Less 
Than for Ordinary Life 


Insurance 


NOVEMBER POOR MONTH 


New York, New Jersey Actions Permit- 
ting Larger Juvenile Policies Helped 
to Bolster Business 


NEW YORK, Jan. 8.—Although a 
slump might have been predicted, indus- 
trial business did about as well in 1930 
as in the record year of 1929, compar- 
ing very favorably with ordinary in this 
respect. In fact, for the first 11 months 
of the year the the Life 
Presidents’ Association give industrial a 
slight margin, with a decline of only 
1.6 percent as compared with a 2.5 per- 


hgures of 


cent decrease for ordinary. 

Many reasons have been produced 
for the fine 1930 showing of ordinary 
despite the slump in most lines of busi- 
ness. But the bolstering up of impaired 
estates and the heightened respect for 
life insurance as an investment, two of 
the saving graces of the ordinary busi- 
have been no particular help to 
the industrial men, who are selling to 
the class which was hit hardest by the 
depression, 


ness, 


One Bright Spot 


There was, however, one bright spot 
in the industrial horizon and agents 
were not slow in making the most of 
it, with the result that new industrial 
business, which had declined nearly 5 
percent from the 1929 figure in May, 
jumped to an increase of 28.8 in June 
over the same month of the preceding 
year. The sudden upturn is attribut- 
able to the modification of the New 
York and New Jersey regulations to 
permit the writing of larger policies on 
children’s lives. While the increases of 
the following months were not so phe- 
nomenal it was not until September 
that there was any decline compared 
with the 1929 figure. October showed 
an increase. Industrial business in No- 
vember participated in the general in- 
surance decline of the month in about 
the same ratio as ordinary. 

The success of industrial agents in 
the face of apparently discouraging con- 
ditions tends to confirm a recent bulle- 
tin of the Life Insurance Sales Research 
Sureau to the effect that the decline 
in new business is caused by salesmen 
slackening their efforts because of the 
depression talk they hear rather than 
by their encountering any real increase 
in sales resistance. 

Because of the basis on which he 
works, the industrial agent must keep 
in constant contact with his clientele. 
He must keep working and keep mov- 
ing. Every influence is at work to keep 

(CONTINUED ON PAGE 15) 
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Some Observations in 


Life Insurance Field 


NE of the most difficult situations 

confronting some agencies, espe- 
cially those having comparatively young 
salesmen, is the fear on part of so many 
men connected with corporations and 
other business enterprises that they 
may lose their positions or have their 
salaries reduced. There have been so 
many changes, mergers, cutting down 
of forces and reductions in salaries that 
those still on the firing line, or at least 
of them, wonder what is coming 


many 
next. Some agents find that this con- 
dition militates very strongly against 
their closing business. Men hesitate to 
take on any further obligations. If they 
were sure of their future for the next 


three or four years they probably would 
buy insurance, realizing that they were 
creating a sinking fund. As it is, with 
a panicky situation it is a difficult con- 
dition to overcome. 

* * * 


Annual statements of life companies 
will be studied with great interest this 
year, especially to ascertain if there is 
a proportionate increase of insurance in 
force as compared with other years. It 
will probably be found that in spite of 
the considerable new business written 
the lapse has been tremendous and 
therefore the gains will be proportion- 
ately small. Some companies found that 
there was as big a demand for policy 
loans during December as at the peak 
of the stock market crash in 1929. Peo- 
ple are now borrowing on their policies 
to live. It has been a great year of re- 
adjustment. 

In the first place, policy loans were 
sought during the heyday period of the 
bull market to make purchases. Then 
when the crash came they borrowed to 
get out. Now they are borrowing to 
maintain themselves. Even since the 
experience of October and November, 
1929, many have felt that the lowest 
levels in prices were reached and got 
into the market again only to find 
themselves confronted with new lower 
levels. Never. before has there been 
such a demand for policy loans. In 
scanning financial statements as of Dec. 
31 students of the business will be 
amazed at the large amount of assets 
now invested in policy loans. Every 
company has been confronted with re- 
peated demands for loans. 

* * 

Life companies realize that with so 
many policies mortgaged on account of 
the great borrowing process that has 
been going on for over a year, a large 
number of policyholders will be exposed 
to the danger of lapse. Many of them, 
especially if their policies are of any 
size, become the target for readjustment 
After a policyholder has exhausted his 
full loan value and he has not the 
money or inclination to repay the loan, 
there seems to be no chance of the pol- 
icy being cleared. He is in an ideal 
frame of mind to have an alert agent 
suggest that he take out a new policy 
on which there will be no lien. Un- 
doubtedly therefore thousands of policy- 
holders will have to have their insurance 
readjusted. 

Many salesmen who do not believe in 
twisting in any sense of the word say 
that the time is at hand when companies 
must recognize a situation that exists 
and must resort to every legitimate 
means to hold business on their books. 
They take the ground that a company 
should study its own situation and the 
status of its own policyholders. If they 
are not counseled as to a readjustment 
of their insurance, the probability is 
that the lapse ratio will be greatly in- 
creased. Many will take insurance in 
another company and thus be lost to 
the original company unless proper at- 
tention is given them. But few com- 


panies pay an agent commissions on re- 
writing one’s insurance in his company 
unless there is an increase in amount. 
Then a commission will be paid only 
on the increase. If, for instance, a man 
has a $10,000 policy and has a loan 
up to the full amount and is rewritten 
for a new policy, no commission will 
be paid unless there is more than $10,- 
000 in the new policy. If, for instance, 
he is written for $12,000, commission 
will be paid on $2,000. 

This subject of compensation for re- 
adjusting business in one’s company is 
gripping the minds of officials. Some 
companies have authorized their general 
agents to allow commission readjust- 
ments if they are convinced that it is 
necessary for this adjustment to be 
made and that the policyholder is likely 
to go elsewhere. 

o = © 

Life companies find that business and 
partnership policies lapse more readily 
than personal policies. The lapse storm 
has not abated in connection with con- 
tracts taken out to protect businesses. 
There is often not the incentive to keep 
a business policy in force that is found 
in case of personal insurance. Business 
set-ups shift. Partnerships change. Men 
on whose lives policies were taken out 
may have gone to another line or they 
may have become less valuable. There 
are a thousand and one different contin- 
gencies that come up in business which 
may cause a policy to lapse. Some new 
men on a board of directors may feel 


that there is no need for business in- 
surance. Hence the danger of lapse is 
great. 


ee « 
Many head offices are carefully con- 
sidering the best recruiting schools for 
(CONTINUED ON PAGE 15) 
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Dornfeld Shows 
Famous Magician 
a $500,000 Trick 


There have been so few large cases 
sold in Chicago in the last year that the 
$500,000 contract with a premium of 
$18,670 sold this week by R. H. Dorn- 
feld, manager of the new agency of the 
Guardian Life in Chicago, to Harry 
Blackstone, one of the foremost magi- 
cians of the present day, is outstanding. 

The case is particularly interesting 
because Mr. Blackstone, who had no 
particular investment arrangement in 
spite of the fact that he has a long term 
contract with a large theatrical house 
for several thousand dollars a week, was 
sold this policy on the basis of invest- 
ment. 











Dornfeld Amateur Magician 


Mr. Dornfeld is himself an amateur 
magician of no mean ability, who con- 
stantly diverts his life insurance friends 
in Chicago by pulling out a deck of 
cards and showing a baffling trick. His 
brother, W. C. Dornfeld, is a profes- 
sional magician now appearing on 
stages throughout the country and R. H. 
appeared with him in the act years ago. 


R. H. Dornfeld has known Mr. 
Blackstone, who is billed as “The 
Great Blackstone,” for 16 years. Both 


are members of the Society of Ameri- 
can Magicians, which is perhaps one of 
the most secret societies in existence. 
Mr. Blackstone, who is classed with 
Howard Thurston as preeminent in his 
line, is appearing on a Chicago stage 
this week. 
Had $21,000 Ready Cash 


Mr. Dornfeld ran across him, and in 
the conversation it came up that the 
magician had $21,000 in the bank which 
he did not know what to do with. “I 
watched your act, now you _ watch 

(CONTINUED ON PAGE 13) 





Produce for 25-Year Veterans 








DR. H. W. COOK 
Medical Director Northwestern National 


In honor of the 25th anniversary » 
the association of Dr. H. W. Cook, 
medical director, and J. Stewart Hale, 
actuary, with the Northwestern Na- 
tional Life, President O. J. Arnold has 
called upon agents of the company to 
produce. six cases in January or $25,000 
in volume. The six cases symbolize the 
six letters in the last name and initials 
of each of the two men being ‘honored, 
while the $25,000 quota represents $1,- 
000 for each year of service of these 





two men with the company. 





Dr. Cook joined the Northwestern 





J, STEWART HALE 
Actuary Northwestern National 


National after graduating from Johns 
Hopkins and serving for a time as medi- 
cal director for the Mutual Life of New 
York. He is a lecturer at the Univer- 
sity of Minnesota, a past chairman of 
the medical section of the American 
Life Convention, and past president of 
the Life Office Management Associa- 
tion. 

Mr. Hale has been practically his en- 
tire business life with the Northwestern 
National, beginning as a clerk immedi- 
ately after his graduation from Beloit 
college. 





Behan Is Given 
New York Post 


Well 
Named Insurance Superin- 
tendent of State 


Known First Deputy Is 
LONG WITH DEPARTMENT 


Started With the Division as Junior 
Clerk in 1884—Well Qualified 


for Post 
NEW YORK, Jan. 8—Thomas F. 
Behan is now superintendent of the 
New York insurance department, his 


appointment as such having been an- 
nounced by Governor Roosevelt on the 
first day of the new year. In assuming 
the important post Mr. Behan brings to 
a fitting climax an honorable and con- 
tinuous career of close to half-a-century 
in the department, the service of which 
he entered as a junior clerk in 1884. 
Some years later he was advanced to 
the management of the fraternal order 
division and later on became executive 
assistant. Upon the retirement of the 
late H. D. Appleton as first deputy in 
April, 1930, Mr. Behan was promptly 
named his successor by the then super- 
intendent, Albert Conway, and when 
Mr. Conway resigned in July last to 
assume a state judgeship, Mr. Behan 
was designated “acting superintendent” 
by the governor. 
Not Political Appointment 


The superintendency of the insurance 
department has ever been considered a 
political plum to be awarded the faith- 
ful. Hence Mr. Behan's appointment, 
while highly gratifying to underwriters. 
and satisfactory to the citizens gener- 
ally, is not at all to the liking of the 
professional politicians, who had figured 
the office would be awarded a strictly 
active organization man, which Mr. 
3ehan is not, contenting himself with 
administrating the affairs of his office 
solely with a view to safeguarding the 
interests entrusted to it. 

A native of Albany where he has 
spent his entire life thus far, Mr. Behan 
is a lawyer by profession, and by virtue 
of his long connection with the depart- 
ment has a knowledge of the law as ap- 
plied to underwriting corporations, such 
as is possessed probably by no one else 
in the state. For a considerable time 
all incorporation papers, proposed 
changes in the title, capital or other 
features of companies licensed. or seek- 
ing entry into New York were passed 
upon by Mr. Behan. During the latter 
years of Mr. Appleton’s service as first 
deputy, when he was in poor health, 
much of the work of the office was di- 
rected by Mr. Behan. 


Well Fitted for the Post 


Rather reserved and deliberate in 
manner; conservatively progressive and 
anxious at all times to hear both sides 
of a controversial proposition before 
giving judgment thereon, Mr. Behan is 
held to be a safe man, and of the type 
peculiarly needed at the head of the 
country’s leading department in these 
days of labor and distress in underwrit- 
ing affairs. He may be depended upon 
to pursue a sound administrative policy. 
Mr. Behan is a bachelor, as was his 
former immediate chief, Mr. Appleton. 

Incidentally the appointment of Mr. 
Behan is noteworthy in that he is the 
first insurance superintendent to have 
reached the office through a series of 
departmental promotions, since the days 
of the late John A. McCall, all other 
superintendents having been named 
from outside connections. 
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Ohio National 
Adds Business 


Taking Over American Old Line 
Will Give It More 
Momentum 


KINGERY ON THE BOARD 


Cincinnati Company Now Has Over 
Hundred Million of Life Insurance 
in Force 


The consolidation of the American 
Old Line Life of Chicago, formerly of 
Omaha, with the Ohio National Life of 
Cincinnati will give the Ohio National 
about $104,000,000 of insurance in force, 
$15,000,000 of assets and $1,600,000 of 
capital and surplus. About $18,000,000 
of business will be absorbed. When 
the American Old Line moved to Chi- 
cago and consolidated with the Calumet 
National, the American Old Line agents 
and business were not disturbed in any 
way since the name and organization 
were retained. The merger includes the 
entire assets, business in force, capital 
and surplus. 


Planned a Large Company 


The American Old Line started as an 
assessment company but in 1914 was re- 
organized on a stock basis. One of the 
companies taken over was the Columbia 
Life of Omaha. The stock of the 
American Old Line was held by the 
Amerol Corporation, a holding company 
with large oil and banking interests. 

V. H. Kingery, president of the Amer- 
ican Old Line, and his associates in the 
Amerol Corporation are men of means 
and had planned to build the American 


Old Line into a $100,000,000 company, 


by buying up other companies. 

The price paid for the American Old 
Line was $1,375,000, which included 
$934,000 capital and surplus, of which 
$400,000 was capital. 


Where Business Is Located 


Eighty percent of the American Old 
Line business is in Nebraska and IIli- 
nois, with other business in Iowa and 
Kansas. Its agency organization was 
producing about $2,500,000 of business 
a year. The average policy is about 
$2,000 and the mortality over a five- 
year period has been less than 33 per- 
cent. The company had a large gen- 
eral agency in Chicago in the life de- 
partment of Rollins, Burdick & Hunter. 
who will now become general agents 
for the Ohio National. The Nebraska 
business is done largely through banks. 


Saving In Overhead 


The reinsurance means a saving of a 
large overhead expense and an improved 
service to agents and policyholders. It 


‘is expected to close up the Chicago 


office about Jan. 10 and two of the em- 
ployes will be taken over by the Ohio 
National while President H. W. King- 
ery will go on the board of the Ohio 
National and will become a vice-presi- 
dent. The Ohio National acquires 
about 50 new agents through the deal. 
Gale B. Seibert, who has been in charge 
of Ohio National interests at Kansas 
City, will now move to Omaha and 
take charge of the old agency plant of 
the American Old Line in Nebraska. 


Will Enter Minnesota 


_Another development of the Ohio Na- 
tional for the coming year is that it 
plans to enter Minnesota, regarding 
which an announcement will shortly be 
made. 


President T. W. Appleby of the Ohio 











Preliminary Figures on Companies’ 
Total New Business Paid for 1930 








Preliminary statements of the life insurance companies are given below show- 
ing new paid business for 1930 and the gain in insurance in force during 1930. 
In many cases these figures are estimates; the exact figures will be published 


later. 


In glancing over these figures it is interesting to note that in many cases the 
gain in insurance in force is less in proportion to the new paid for business than 


in previous years. The figures follow: 


Abraham Lincoln 
American Bankers 
American Life, Colo.....cscccccsccceses 
American Reserve, Neb. 
American Savings, Ind. 
American Savings, Mo. 
American Thrift 
Alamo Life 
Atlantic 
Atlas, Okla. 
PE, ng 40 0.600.000 0064000000000000000 
Bankers Credit, 
Bankers Life, 
Bankers National 
California State 
Cedar Rapids 
Central Life, Ia 
Citizens, “ 
Colonial, N. C.ccccccccccccccccsscccsecs 
Columbus Mutual 
Confederation 
Continental American 
Continental Assurance, Ill..........+++. 
Continental Life, Mo...........60seee0s 
Equitable, Ia... ..ccsccccccccccccssveves 
Equitable, N. Y....scccccccsceccccvess 
Farmers & Traders.........0ssee0ee8085 
Fidelity Mutual, Pa.........-eseeeeeeees 
Franklin ey. 
Great American 
Great Western 
Home State, Okla.......ceeeeeeeeeccees 


Imperial Life, Cam........-eeeeeeeeeeees 


Imperial Life, Cam.......eeeeeeeeeeeees 
Imperial Life, Can 

Imperial, N. C 
LaFayette 

Lamar Life 
Lincoln Liberty 
Lincoln National 
Manhattan 
Manufacturers Life 
Massachusetts Mutual 
Massachusetts Savings Bank...........-- 
Midland, Mo. 
Midwest 
Minnesota Mutual 
Modern 
Monarch Life 
Mutual Life, Tex.......--seeseecercnees 
National Aid, Okla. 
National Guardian 

National Life, Vt... ..ccccccccessesevecs 


National Old Line, Kan..........+++++- 


National Thrift 
New England Mutual...........++++++: 
New York i 
North American, Ill. 
North American Reassurance, N. 
Northwestern National 
Pacific Mutual 
Pan-American 
Penn Mutual 
Peoria Life 
Pioneer National 
Policyholders National 
Provident Mutual, Pa.....-+--eeeeeeeees 
Ol Tdme, Ned. .cccccccccccccccccsvcces 
Reserve Loan 
Rockford Life 
Seaboard 


Security Life, Ill. ......---e-eeeeeeneees 


Security Mutual, 
Southern Central 
Southwestern, Tex 
State Reserve . 
Stonewall Life 
Surety Life, Mo 
Texas Security 
United Benefit 
United Fidelity, 
Union Life, Tll.....-.. eee ee cece eeeeeees 
United Pacific . 


Victory Life, 
Volunteer State 
West Coast Life... ......eeceeeeeeeeeees 
Western & Southern... .....eeceeereeree 
Wisconsin Life ......eeeceeeeeenceeeees 
Wisconsin National 





1. Ordinary only. 5. 
2. induetree! only. 6. 
3. Includes group. 7 
4. Year ended Oct. 31, 1930. 
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New 1930 Gain in 

Paid Bus. Ins. in Force 
cieneeecedneee $ 7,000,000 $ 1,500,000 
Be 3,659,181 —89,871 
sneneene 6ue 5,750,000 950,000 
errr 2,750,000 1,000,000 
swawesuee quae 10,961,353 1,250,000 
he wed veennne 6,036,110 2,187,531 
gadeneeseokeun 436,275 375,780 
bekeeeee ncn 2,627,500 —809,988 
seeeceeccceeue 29,155,820 5,995,551 
ihe 6aneomietn 7,275,000 450.000 
260660000eknee (1)4,117,620 468,988 
errr iTTyT 8,200,000 3,702,000 
eT TTT 15,750,000 6,450,000 
eevesnscanene 35,000,000 11,000,000 
15,500,000 1,025,000 
eessuede 3,421,751 1,172,970 
9,201,765 3,110,402 
stbenceenduuee 1,469,098 —237,480 
janseceeesenun 2,296,000 896,000 
er Ao 21,111,970 9,410,483 
§556na000 cheese 64,277,743 31,678,780 
cemescees semen 22,346,499 11,342,748 
rere 42,250,000 17,000,000 
oeeeeovee eeune 21,894,276 3,584,170 
ine ein a Ee 75,162,000 26,544,000 
con uesee 0 Geen 887,895,171 (7) 6,596,402 
seu sscnvcespeas 6,000,000 3,000,000 
secccecesoeese 52,000,000 14,000,000 
ss8een 29,482,146 1,738,046 
eho a e0 owe 2,640,000 1,625,000 
PerrrrTTT TT 5,781,000 2,893,636 
virnd be eeee 20,545,246 7,876,293 
ononanesasen O. 33,143,951 9,557,196 
seéavaseaue ; 1,923,875 1,589,125 
T. 35,067,826 11,146,321 
6,000,000 500,000 
eseceeces 4,200,000 950,000 
jescennicouees 11,794,407 846,418 
intneetanee eee 6,300,000 3,000,000 
edn. weee 4 s.0a oem 238,965,499 78,432,275 
6beveeene@oeks 20,455,938 6,354,931 
ao6evseceeses (3)74,930,670 25,507,139 
ETS ee 272,000,000 110,000,000 
éh6nesensane’ (4)11,791,200 9,736,402 
skutcaateaheas 11,974,190 2,610,320 
shacuseeeewenen 2,953,876 -——162,113 
satneaneveneee 54,387,975 24,633,442 
seseceseesnses 2,458,500 1,050,000 
5$60006s008eens 5,869,765 4,001,731 

.sosennonsawen 1,500,000 (5 
cjeadaveesesane 532,500 339,000 
(Gktshiseseees 6,317,562 2,093,678 
‘kph eeenarn 76,156,617 19,695,200 
aS oy: 1.496.500 899.500 
itebeat ee aiasen 120,0 100,000 


137,429,657 


, , 62,300,889 
900,000,000 


360,000,000 
2,200,000 
6,391,600 
,362,032 


1 

oseeees 2 
eecccsoces eee 3 
0 

1 


239,291,267 103.702.649 
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50,000 
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729, 
,500,000 

760,000 
11,500,000 


9,000,000 
246.345 


eee eeereeeeees J 


2'261.808 
1,935,463 


Organized Feb. 14, 1930. 
New company. 
Increase in new production. 








National has shown rare foresight and 
judgment in building that company and 
has successfully taken over one or two 
other companies, one of them being the 
Toledo Travelers of Toledo, O., which 
was reinsured about a year ago. The 
Ohio National is steadily adding to its 
organization and is building its business 
along conservative lines. 


Ask Bankers Life Case Rehearing | 


Attorneys for Joseph Wall and others 
have asked the United States Supreme 
Court for a reconsideration of the case 


| recently decided in which it was con- 
|.tended that the Bankers Life of Iowa 
had acted improperly in making the 
| change from the assessment plan to the 
old line reserve system in 1917. 

| The petition for a rehearing was filed 
Monday in Washington. In dismissing 
the appeal a few weeks ago the higher 
| court practically affirmed the opinion of 
the Iowa supreme court. 


The Supreme Liberty Life of Chicago 
has been authorized by the Ohio depart- 
ment to reinsure all the business of the 
Anchor Life & Accident of Massillon, O., 
formerly of Cleveland. 


Sell Policies 
Having Value 





President Stevens of the Illinois 
Life Decries Cheap 
Insurance 


WANTS SOMETHING SOUND 





Declares the Average Buyer Should 
Conserve His Resources Through 
His Premium Payments 


“Let us all forget 1930 and go to 
work,” said President R. W. Stevens to 
the members of the Green Signal Club, 
his home state agency organization at 
the Stevens hotel in Chicago last Satur- 
day. Mr. Stevens feels that 1931 can 
be made an excellent year for life insur- 
ance salesmen if they will work hard 
and intelligently. He declared that too 
much so-called cheap insurance had 
been sold during the year, although he 
acknowledges that in many cases this 
was done to protect a man’s interests at 
a time when he was pressed for money. 


Policy Loan Situation Trying 


The policy loan situation during the 
year, he said, has been a most trying 
one. There have been unusual demands 
on companies but they have met every 
obligation. The demand has not dimin- 
ished as there are as many people trying 
for loans as ever. They are borrowing 
on their policies now to meet business 
and living expenses, for the most part. 
During the year he said thousands and 
thousands of people had to give up buy- 
ing life insurance because they were in 
no financial position to incur any fur- 
ther obligations. As soon as they have 
readjusted themselves they will start to 
buy. Mr. Stevens predicts that policies 
which have lapsed because people could 
not keep up the premiums or which 
have been loaned to the limit, will be 
replaced by new insurance. Therefore 
agents should keep in touch with such 
policyholders. 


Urges Policies With Value 


Mr. Stevens sounded an emphatic 
note of commendation for insurance 
policies that have some value in them. 
So-called cheap policies, he said, may 
be useful to large investors or those 
that have temporary obligations. The 
people who are buying protection for 
the home and the stable business, he 
said, need a policy carrying a reserve. 
They should appreciate the property 
value of insurance. After all, Mr. 
Stevens said, it is an excellent method 
of saving. People will conserve their 
resources by buying policies of this kind 
and in all probability would lose it else- 
where if it were not tied up. Mr. 
Stevens said that life insurance com- 
panies more and more are conferring 
greater benefits to the living and paying 
out more money to them. He said that 
during the last 10 years 40 percent of 
the payments to policyholders have been 
to living policyholders. He feels, there- 
fore, that salesmen should impress very 
emphatically the life insurance medium 
through which money can be saved. 
There is no saving in the cheap policy. 

Predicts a Good Year 


President Stevens said so far as the 
Illinois Life is concerned, its new busi- 
ness was not as great as in 1929., He 
asserted, however, that if everyone will 
go to work he sees no need why 1931 
will not be a fairly good year. Presi- 
dent Stevens feels that life insurance, 
like other great enterprises, has been 
traveling too fast. There has been too 
great a strain to achieve a record for 





(CONTINUED ON PAGE 153) 
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Over THREE BILLION DOLLARS has been 
paid by New York Life Insurance Company 
under its Policy Contracts. Of this total, 
more than Two Billion Dollars was paid to 
and on account of Living Policy - holders. 
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NEW YORK LIFE INSURANCE COMPANY 


51 Madison Ave., Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, President 
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Early Figures on Year’s 
Life Insurance Operations 





INTEREST IN 1930 SHOWING 





Some Companies Give Preliminary Re- 
turns Before the Detailed State- 
ments Are Filed 





The Northwestern National Life is 
one of the early companies to make a 
preliminary statement covering last year. 
Its gain in paid for insurance is $25,- 
000,000. Its income was $12,000,000, 
assets $42,000,000, new business $70,000,- 
000, insurance in force $350,000,000. It 
paid death claims last year of $1,900,000 
and paid living policyholders $2,600,000. 
It has paid $49,600,000 to policyholders 
and beneficiaries since it organized. Its 
gain in paid for insurance was 7% per- 
cent, income 8 percent, assets 1134 per- 
cent. 

The detailed statement of the North- 
western National as of Jan. 1 shows 
$42,012,672 assets, the main items of 
which are government, state, county and 
municipal bonds, $5,817,635; railroad, 
public utility and industrial bonds, $11,- 
870,300; mortgage loans, $10,427,220; 
policy loans, $8,228,116; capital, $1,100,- 
000; policyholders’ surplus, $2,690,589; 
contingency reserves, $1,000,000. 

During 1930 the Southwestern Life of 
Dallas increased its surplus $504,400, 
making it $3,196,202. Its capital is 
$2,000,000 and at the end of 1930 its in- 
surance in force totaled $279,400,000. 


Pacific Mutual Reports 


The Pacific Mutual Life paid for 
$100,000,000 of new business in 1930 and 
the insurance in force at the end of the 
year was $766,700,000, an increase of 
$33,231,341. In 1929 the Pacific Mu- 
tual Life paid for $89,637,299. 

The Continental Assurance of Illinois 
paid for $42,250,000, increasing its insur- 
ance in force $17,000,000. 

The Equitable Life of Iowa paid for 
$75,162,000 and increased its insurance 
in force $26,544,000. 

The Massachusetts Mutual Life paid 
for $272,000,000 in 1930, increasing its 
insurance in force $110,000,000. 

The Minnesota Mutual Life paid for 
$54,387,975 of new business in 1930, 
making a gain in insurance in force of 
$24,633,442. 

The Penn Mutual Life paid for $223,- 
291,267 of new business, showing a gain 
in force of $103,702,649. 

The Provident Mutual Life showed 
a gain of $39,315,000 insurance in force, 
having paid for $122,177,000 of new busi- 
ness in 1930. 

The Western & Southern Life paid 
for $183,673,953 of new business in 1930, 
showing a loss of insurance in force of 
$25,315,795. 

Equitable of New York 


The Equitable Life of New York set 
a new record for itself for total new 
ordinary life and annuity business last 
year, it was announced by F. L. Jones, 
vice-president, at the annual convention 
of agency and district managers of the 
eastern division. Figures for the year, 
on the agency production basis for 1930, 
were $887,895,171, representing an in- 
crease of $6,596,402 over the total pro- 
duction of 1929, the peak year up to 
that time. A large increase in the an- 
nuity business accounted for the gain in 
the total production, indicating a decided 
trend toward the life annuity. Mr. 
Jones also pointed out that the com- 
pany mainained its leadership in the an- 
nuity field during the year, the Equit- 
able’s present annuity business compris- 
ing practically half of that in force to- 
day in the United States. 


Will Be Other Meetings 


The meeting was the first of its kind 
and will be followed by similar meet- 
ings for the other divisions of the com- 
pany as follows: New York metropoli- 
tan, Jan. 9-10 at the Westchester-Bilt- 





Given Higher Post 














MARK 8S, TRUEBLOOD 


Mark S. Trueblood has been elected 
assistant superintendent of agencies by 
the Union Central Life, with which he 
has been connected for the past five 
years. 

Following his graduation from In- 
diana University in 1922, Mr. Trueblood 
was engaged in newspaper work in 
Louisville and Cincinnati. He joined 
the Union Central Jan. 1, 1926, as edi- 
tor of the “Agency Bulletin” which de- 
veloped rapidly during his regime and 
in July, 1928, became a weekly publica- 
tion, having previously been a monthly. 

Just a year later Mr. Trueblood was 
thrown into more intimate contact with 
actual field work in agency development, 
being appointed district supervisor in 
the middle west. The past year and a 
half his territory has shown a substan- 
tial increase in production, despite finan- 
cial difficulties which have faced the 
country as a whole. He will continue 
his work in that territory, devoting most 
of his efforts the next three months to 
active work in the field. 








Edward A. Woods Company 


to Have a Sales Congress 





The first one day sales congress of 
the Edward A. Woods Company will 
be held Jan. 10 at Pittsburgh, and will 
be attended by approximately 400 mem- 
bers at which time the following topics 
will be discussed: 

General Plans for Our Five-Year Pro- 
gram, Wm. M. Duff, President. 

Group Insurance Pensions and Salary 
Savings in the Five-Year Program, John 
A. Patton, Assistant Manager. 

How the Office Will Help the Under- 
writer, F. J. Stevenson, in charge of 
specialized insurance. 

Financial Independence 
Year Program, Wm. J. Powell, 
President and Treasurer. 

New Personnel and Its Importance in 
the Agency’s Growth, Wm. J. Cummins, 
Assistant Manager. 

Conservation from the Underwriter’s’ 
Standpoint, T. P. Williams, million dollar 
producer, E. A. Woods Company. 


Purpose of the Congress 


It is the purpose of the congress to 
outline plans for the new five-year pro- 


gram. 
At the close of its fiftieth anniversary 


year, the total paid life insurance on the 
books of the Edward A. Woods Company 
amounted to $753,838,896. 


in Our Five- 
Vice- 








more, Rye, N. Y.; central, Jan. 12-13, 
Palmer House, Chicago; western, Jan. 
20-21 St. Francis Hotel, San Francisco; 
southern, Jan. 26-27 Atlanta-Biltmore, 
Atlanta. 


The Imperial Life of Canada has been 
licensed in California to write life, 
health and accident. 
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Ohio Department Revises 
Its Ruling on Aviation 





OLD ONE WORKED HARDSHIP 





Superintendent Younger Explains Rea- 
son for Changing Procedure in 
Cases of This Kind 





COLUMBUS, O., Jan. 8.—Superin- 
tendent S. Younger, of Ohio, has made 
the following announcement concerning 
the aviation risk in life insurance: 

“Sometime ago we made a ruling 
on the question of the aviation hazard 
in connection with the incontestable 
clause in the policy. At that time 
aviation was exempted except as to fare- 
paying passengers. Upon further con- 
sideration of this subject we find that 
this works a seeming hardship on pilots 
and persons connected with aeronautics 
who are thus barred from any life insur- 
ance coverage. These persons are 
clearly entitled to protection while upon 
the ground or while engaged in other 
occupations than aeronautics. 


Tells What Companies May Do 


“If an applicant for insurance states 
that he is a frequent flying passenger or 
a pilot, or is connected with the busi- 
ness of flying, then the company may 
issue the policy at standard rates with 
the aviation exemption in the policy. 
The result is that he has a standard 
policy at a standard rate and his pro- 
tection is that of a normal risk while 
upon the ground. If his application dis- 
closes that he is engaged or expects to 
engage in aeronautics, he can by special 
contract obtain his insurance while so 
engaged at an increased premium com- 
mensurate with the risk. 


New Clause Is Presented 


“Therefore, it is now our conclusion 
that a clause with the following pro- 
visions will be acceptable to the Ohio 
department: 

“Death as a result, directly or in- 
directly, of services, travel or flight in 
or on any species of air craft is a risk 
not assumed under this policy; but, if 
the insured shall die as a result, directly 
or indirectly, of such service, travel or 
flight, the company will pay to the 
beneficiary the reserve on this policy.” 


Pennsylvania Selection Is 
Still an Uncertain Matter 





PHILADELPHIA, Jan. 8—On the 
eve of Governor-elect Pinchot’s naming 
the new insurance commissioner, it is 
reported that James Malone, of the 
Reliance Life of Pittsburgh, has recon- 
sidered his refusal of the post and will 
accept it. However, in view of last 
night’s action of the state senate in 
defeating Mr. Pinchot’s candidate for 
president pro-tem of that body, political 
observers say there is a possibility that 
Richard Beamish, Philadelphia news- 
paperman and protege of Governor 
Fisher, will be appointed. Mr. Pinchot 
was to have named the commissioner 
yesterday, but as result of the senate’s 
action is expected to delay his an- 
nouncement a week. 





Jones Is Assistant Counsel 


W. E. Jones of Chicago has been ap- 
pointed assistant counsel of the North- 
western Mutual Life. 

Mr. Jones is a graduate of the Uni- 
versity of Iowa and the law school of 
the University of Chicago. He practiced 
law for two years in Chicago and for 12 
years in Montana, where he served one 
term as a state senator. He returned to 

hicago in 1927 and became associated 
with the Central Trust Company, where 
his work involved the management of 
estates. More recently he has been with 
Essington & McKibbin in Chicago. 
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BENJAMIN FRANKLIN 


The Apostle of Thrift 


said: ‘“‘If you know how to 
spend less than you get, you 
have the philosopher’s stone.”’ 





The above poster printed in two colors has been widely 
distributed in the interest of THRIFT WEEK by the 


JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 
of Boston, Massachusetts 
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The Next Ten Years 


There comes a period of 
years in the life of every 
business concern when 
the greatest expansion is 
made and the greatest 
growth is recorded. 


The Bankers Life of Ne- 
braska is in that period. 
Every resource of our 
agency department is 
being used in developing 
new territory. 





This expansion provides 
a splendid opportunity 
for men of General Agen- 
cy caliber. If you feel 
that you can qualify as a 
Manager of a General 
Agency, please write us 
fully. If your application 














sounds interesting we will 
arrange for a conference. 


Territory available in 
Towa, Illinois, Missouri, 
Pennsylvania and Ohio. 


Ww 
Write A. B. OLSON, Mer. of Agencies 


Bankers Life Insurance Co. 
OF NEBRASKA 


HOME OFFICE, LINCOLN, NEBR. 

















| Patterson Agency Holds 
Annual Staff Gathering 





VAN METER LEADS U. S. FIELD 





Penn Mutual Organization Has Rousing 
Meeting at End of Highly Suc- 
cessful Year 





A fine program of inspirational and 
instructive talks featured the annual 
gathering of the A. E. Patterson agency 
of the Penn Mutual in Chicago last Sat- 
urday. 

Donald Carter, head of training, out- 
lined four essential steps in selling this 
year. He said the first is to get a def- 
inite belief in life insurance, to consider 
it as selling money with which the pros- 
pect will be able to do anything he de- 
sires. In this respect he said it is a 
greater vocation than any other, for its 
scope is unlimited. Second, he advised 
adopting some specific and effective 
method to get close to the prospect; 
third, to know a good sales talk, and 
fourth, to organize time and effort. 


Urges Optional Method 


H. G. Swanson, supervisor, empha- 
sized the need for having a quota. H. 
R. Schmitt advised use of the optional 
method of selling, under which a pol- 
icy is issued on approval. He said it is 
a great aid to new agents, is a logical 
way to sell and has many other advan- 
tages. Among these are that the agent 
does not need to carry a rate book, he 
is able to select prospects from sus- 
pects, he saves both his time and that 
of the prospect. The man is 50 percent 
sold when he is examined and competi- 
tion is eliminated as most men do not 
care to be examined again. A definite 
proposal can be submitted. 

Another advantage is that in submit- 
ting a specific policy made out in the 
man’s name with his family as bene- 
ficiary, a personal interest is created 
which is most effective in closing the 
case. He said a good close is to hand 
the policy to the prospect and tell him 
he has in his hands a $10,000 bill which 
with its options of disability clause and 
double indemnity is better than a United 
States treasury note. 





Advises Against Preaching 


Gerard S. Brown, C. L. U., discussed 
delivery and pre-payment, stressing that 
mental attitude at the close and tech- 
nique are vitally important. He advised 
definitely against “preaching” and said 
he had lost cases in the past by telling 
a prospect it was his duty to take a 
policy. 

E. H. Harrison and B. C. Howes, large 
producers, gave experiences in actual 
cases on this subject. J. T. Van Meter, 
who personally paid for $1,827,500 in 
1930, taking leading position among the 
Penn Mutual’s agents in this country 
and who in his position as a special 
supervisor of the Patterson agency 
helped write business with other agents 
which on a paid basis amounted to more 
than $1,200,000 last year, gave a very 
interesting talk on “Increasing Your 
Business.” He said he believed in sell- 
ing one contract. 


Carleton Vail Talks 


C. M. Vail, head of his own general 
insurance agency and a large life pro- 
ducer, gave a highly inspirational talk. 
He said, “There is more in life insurance 
than carrying a rate book or getting a 
commission. There is an opportunity to 
do good to humanity that you cannot 
measure in dollars and cents.” Mr. Pat- 
terson was toastmaster. 

Bruce Corzine, a large producer, said 
all agents should set a maximum quota 
for themselves as they cannot sincerely 
and convincingly advise a prospect what 
he should do in his own personal affairs 
when they have not done the best they 
could for their own families. C. B. 
Spaulding, another big producer, ad- 
vised four methods, the mailing of 1,000 











Takes Office 














JOHN C. KIDD 
New Indiana Commissioner 


John Charles Kidd of Brazil, Ind., 
who became insurance commissioner of 
his state with the beginning of the year, 
is 59 years of age. He is a native of 
Brazil. He established with M. E. 
Decker, the Kidd & Decker Insurance 
Agency in 1894. He sold his interest 
to Mr. Decker, Jan. 1, 1896, and on the 
same date took over J. L. Wilson’s in- 
terest in the Wilson, Turner & Seiders 
agency, changing the name to Turner, 
Seiders & Kidd agency. On Jan. 1, 
1927, this agency was succeeded by the 
Kidd Insurance Agencies, the partner- 
ship consisting of John C. and Linn S. 
Kidd. Mr. Kidd has had an experience 
as special agent for casualty lines and 
has acted as independent adjuster for 
fire companies. His partner is his son, 
Linn S. He has three other children, 
Mrs. W. B. Minnich, Muncie, Ind.; Rob- 
ert L. Kidd of Bartlesville, Okla., geol- 
ogist for the Empire Oil & Refining 
Co., and George Kidd, graduate student 
at Indiana University. 








direct-mail letters a week, obtaining 
three names from prospects or policy- 
holders every day, use of telephone to 
get information about and qualifying 
prospects, and development of centers 
of influence. He said these should ac- 
count for $30,000 of business a month, 
of which he estimated $10,000 should be 
obtainable by the average producer from 
direct mail, $7,500 each from references 
and use of telephone, and $5,000 from 
centers of influence. 


Wysong Opens Office in 


Indianapolis to Practice Law 





C. C. Wysong, retiring Indiana in- 
surance commissioner, has opened a 
law office at 722 Circle Tower building 
in Indianapolis to specialize in the 
practice of insurance law. He gave con- 
siderable time during the week toward 
acquainting his successor, J. C. Kidd, 
with the duties of the office. In leav- 
ing the office, Colonel Wysong said: 
“The relationships have been most en- 
joyable, valued friendships have been 
made and I am appreciative of many 
courtesies that have been extended me. 
But,” he added with a smile, “I wouldn't 
take a million dollars for the experi- 
ence nor give a cent to go through with 
it again.” 

It is understood that he has already 
made several company connections and 
will do legal work for all classes of 
insurance. 


The State National Life of St. Louis 
has been licensed in Illinois. It has 
$100,000 capital. C. J. Shea, the presi- 
dent, is the main factor in the company 
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Suits Menace Rescue Fund 
of Home Life of Arkansas 





DISPUTE IS OVER $800,000 





Proceeds of Sale of Inter-Southern 
Stock Claimed for American Ex- 
change Trust Company 





LITTLE ROCK, ARK., Jan. 8— 
Walter E. Taylor, Arkansas bank com- 
missioner, has filed suit to recover on 
behalf of the American Exchange Trust 
Company a part of the $800,000 received 
by the Home of Arkansas companies 
from sale of 538,000 shares of Inter- 
Southern Life stock placed in escrow 
by Caldwell & Co., to guarantee the 
unpaid balance on purchase of majority 
control in both the insurance units and 
the banks. An earlier announcement 
had intimated that the $800,000 would 
be assigned the Home Life to restore 
its reserves, the first step following ac- 
quisition by the Keystone Holding 
Company. 

State Bank Commissioner Taylor of 
Arkansas gives the holdings of the 
Home Life, Home Fire and Home Acci- 
dent in the closed American Exchange 
Trust Company of Little Rock as fol- 
lows: Home Life $145,875, Home Fire, 
$101,475, Home Accident $152,650. 
Caldwell & Co. had $62,500. 

Taylor in his suit contended that the 
Inter-Southern Life stock also guaran- 
teed deferred payments on Caldwell 
holdings in the American Exchange 
Trust Company and for this reason its 
portion should be claimed on behalf of 
depositors, who had approximately $10,- 
000,000 in the bank. 

It was upon this $800,000 that the 
Home Life was depending to heal its 
impairments and help in its rehabilita- 
tion. 

M. J. Dorsey, who heads the Key- 
stone Holding company, explained that 
these suits to recover part of the pro- 
ceeds of the sale of the 538,000 shares 
of Inter-Southern stock for the Amer- 
ican Exchange Trust company have 
been entered according to prearrange- 
ment. The Keystone is willing to pur- 
chase txese shares held in escrow in 
Little Rock if title to them is clear and 
the Home Life is the owner. Other- 
wise the Keystone is not in the mar- 
ket, he said. 


NASHVILLE HEARING JAN. 10 


NASHVILLE, TENN. Jan. 8— 
United States District Judge Gore has 
set January 10 as the date for hearing 
to show cause, if any, why the $2,192,- 
000 realized from the sale of Inter- 
Southern Life stock to the Keystone 
Holding Company should not be dis- 
tributed. 

The order directs Maj. Rutledge 
Smith and Lee Douglass, receivers of 
Caldwell & Co., and D. D. Robertson, 
receiver for the Bank of Tennessee, and 
other interested parties to appear and 
show cause why the money which is 
being held by the American National 
Bank as escrow agents, should not be 
turned over to persons who deposited 
the stock under the escrow agreement. 

Another order by Judge Gore directs 
the same persons together with South- 
ern Banks, Inc., and the Associated Life 
companies, pledgers of a portion of the 
stock, to appear and show cause why 
$1,000,500 should not be turned over to 
Paul Keys, receiver for the National 
Bank of Kentucky in paying for his de- 
posit of 667,000 shares of the Inter- 
Southern stock. 

Other large depositors of stock, as 
shown by the statement of the Ameri- 
can National Bank, are: Fourth and 
First National Bank, Nashville; Citizens 
Union Bank, Louisville; Louisville 
Trust Company; First National Bank, 
St. Louis; Canal Bank and Trust Com- 
pany, New Orleans, and the Bank of 
Tennessee. 








Forgets 1930 














R. W. STEVENS 
President Llinois Life 


The redoubtable president of the IIli- 


nois Life, R. W. Stevens, in addressing 
his state organization advised the rate 
book men to forget entirely 1930 and go 
to work. President Stevens is adopting 
this policy for himself in his administra- 
tive capacity. He feels that 1931 will be 
a pretty good year for the intelligent 
worker. 


Equitable’s Central West 
Department Makes Record 











The central department of the Equi- 
table of New York, comprising Illinois 
and a number of surrounding states, 
ended 1930 $10,300,000 ahead of the 
previous year and $8,600,000 over its 
quota. It closed the year with $266,- 
800,000 as compared with $256,000,000 
paid for in 1929. 

The new organization accounted for 
20 percent of this, the increase in that 
department being $4,300,000. Chicago 
agencies paid for $73,250,000. Decem- 
ber showed a “plus” of $1,600,000 over 
the same month of 1929. 

Some of the outstanding records were 
the R. M. Ryan organization, Detroit, 
$2,600,000 in December, the largest 
month in its history; H. L. Rogers 
agency, Indianapolis, $1,700,000 in De- 
cember and $16,000,000 for the year, a 
gain of $2,400,000; the Homer Jamison 
agency, Oklahoma City, $1,800,000 in 
December, the largest month in its his- 
tory, and $10,000,000 for the year. 

In Chicago the Lustgarten agency 
paid for $1,141,000 in December and 
$12,880,486 for the year, a gain of $1,- 
300,000 over the previous year. Harry 
Steiner of this agency in the last five 
weeks of the year had $400,000 to go to 
reach the million paid mark, and ap- 
peared to have little chance, but Dec. 
31 he paid for $420,000. 

John Morrell led the central depart- 
ment with $1,581,250 paid for, the prem- 
iums being $51,078 under 78 cases. Mr. 
Steiner achieved his third million dollar 
year in 1930, which incidentally was his 
third year in life insurance, paying for 
$1,020,842 with premiums $39,482 under 
60 cases. 

A new man in the Lustgarten agency, 
Louis Behr, paid for $643,501 in his first 
full year, which ended in 1930, and paid 
for $600,879 in the calendar year 1930. 
His premiums were $21,327. He is only 
24 years old and received national prom- 
inence when as a basketball star he 
was selected at the University of Wis- 
consin as being the best student. L. P. 
Finn of the Lustgarten agency paid for 
$832,500 with $14,355 premiums, 


The Royal Union Life’s $100,000 Club 





will make a two weeks tour of Cuba and 
Central America. 








INDIANAPOLIS LIFE 
INSURANCE CO. 


Twenty-Five Years Old 


$104,000,000.00 


In Force 


A Good Year 
Gain Insurance in Force about $8,000,000.00 
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From the beginning, the Company has been Mutual. Its 
purpose is to furnish sound Life and Endowment Insur- 
ance at the Lowest Net Cost. We have never entered any 
race for mere size. We have consistently served our Policy- 
holders and our agents to the limit of our power. Our con- 
cern is “How well may we serve” rather than “How many.” 
Our annual dividends will show favorably with the best. 
The steady growth of the Company and the persistence of 
business are evidence of a satisfied body of Policyholders. 
This is further evidenced by the commendable gains of 
1930. Our Field representatives come with the Company 
to stay. They are loyal and prosperous. 

The Company has well formulated plans 
1 93 1 for continuing the steady growth, good ser- 
vice, and Low Cost during 1931. We are 
now licensed in Indiana, Illinois, Michigan, 
Ohio, Iowa, Texas, Minnesota, North Caro- 
lina, Florida and California. We do not 
contemplate entering any new states dur- 
ing the coming year, but will intensively 
develop the present territory. 


We offer Managers the old-fashioned General Agent’s 
contract, with fair and liberal first year commissions and 
renewals. We give as much territory as can be profitably 
handled, and have experienced Field Supervisors to help 
develop the new fields. We give Special Agents contracts 
direct with the Company, keeping in close touch with them 
and encouraging and helping them in their work. We do 
not make a practice of financing Managers or Agents. We 
make our appeal to the type of men who have faith in 
the business of Life Insurance and in our kind of a Company 
and in their own ability to develop a permanent place with 
a cumulative income for themselves and the courage to 
carry through. 

If you are this type of man and are not connected, or 
if you are making a change, we will be glad to hear from 
you, but we do not attempt to disturb the agents of other 
companies. We try to live up to the best ethics of the 
business. 

We believe that 1931 will be a big year for the Life 
Insurance Fieldman who has the courage and the vision 
and with it the capacity for hard, intelligent, constant 
work. 

Frank P. Manly, President 











Special Opportunities 


Chicago Cleveland 
Managersaip 
A Unit Manager I 
. owa 
and Special Agents Sioux City 
Waterloo 
The Company now has $15,000,- : 
000 in force in the City and is Burlington 
starting an intensive develop- Managerships 
ment campaign. Florida 
“tee * Tampa 
Northern Illinois Miami 
Managership Managerships 
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Conservation Session of 


A. L. C. Urged for Fall Meet 





SECTION MAY BE OUTGROWTH 





Room for Free Exchange of Experi- 
ence and Ideas on Subject, Pro- 
ponents Believe 





Proposal has been made by persons 
influential in the affairs of the organiza- 
tion, that a conference on conservation 
be conducted as a feature of the annual 
convention of the American Life Con- 
vention in Pittsburgh next autumn. Ac- 
cording to the suggestion, the sentiment 
of the conservation officials at the con- 
ference and of the membership of the 
American Life Convention would be 
sounded as to the advisability of setting 
up a regular conservation section simi- 
lar in operation to the legal, medical and 
other sections of that organization. 

At present there is great interest in 
the conservation problem because of the 
serious lapsation tendency, which is an 
aftermath of the stock market crash 
and an incident of the business depres- 
sion. Those companies which have not 
heretofore devoted themselves syste- 
matically to combating lapsation, have 
hurriedly organized conservation depart- 
ments. Other companies, which had 
maintained conservation departments 
spurred them to more vigorous activity. 


Theory of Proponents 


The theory of those proposing the 
conservation conference is that the com- 
panies would welcome an exchange of 
experience and ideas on the conservation 
problem and its solution. Perhaps by 
the time of the annual meeting of the 
American Life Convention, the lapsation 
tendency will have been checked, but 
those behind the proposal believe that 
the lessons learned in this period of ad- 


versity might well be carried over to| 


help make prosperous times more pros- 
perous for life insurance and to be avail- 
able in future periods when the lapsation 
curve shall rise. 

The men who are advocating the con- | 
servation conference have been ques- | 
tioning companies as to their willing- 
ness to participate in such a conference 
and contribute freely their methods and 
opinion. There has been a favorable re- 
sponse from most companies. A few 
companies may be jealous of their prog- 
ress in the field of conservation, but 
most executives confess that their ef- 
forts have been experimental. They are 
eager to measure their systems against 
the systems of their competitors and 
find a workable, expedient system which 
they can put in operation in the faith 
that they are steering a direct course. 


Fidelity Mutual Life Men 
,. Gathered at Home Office 





PHILADELPHIA, Jan. 8.—Conser- 
vation featured the final session here 
of the three-day conference of eastern 
and mid-western managers at the home 
office of the Fidelity Mutual Life. 

Speakers were C. T. Fedeman, in 
charge of conservation at the home 
office; E. H. Schaeffer, of Harrisburg; 
T. M. Green, of Baltimore, and Vice- 
president and Comptroller J. R. Sykes. 

The first two days of the conference 
attended by 75 managers, was devoted 
to a managers’ school conducted by 
J. M. Holcombe and H. G. Kenagy of 
the Research Bureau. Monday night 
the managers were guests of the com- 
pany at a dinner and in addition they 
were tendered a theatre party. 


Herendeen Department Counsel 


Walter B. Herendeen of Elmira has 
been named by Superintendent T. F. 











Behan as counsel of the New York in- 
surance department. 





Earned Income 
for Life 





Credits 
General Agents 





George A. Morin, attorney and ac- 
countant at 185 Devonshire street, Bos- 
ton, represented F. C. Sanborn, general 
agent of the Massachusetts Mutual Life 
in Boston, in a tax controversy carried 
for decision to the United States court 
of claims. The decision is of consider- 
able interest to general agents. Mr. 
— has prepared a digest of the facts. 
S me: 

It has been the general practice of 
life companies over a long period to 
allow their general agents certain re- 
newal commissions on business written 
by subagents of such general agents. 
These commissions are allowed by rea- 
son of the fact that the home offices 
of life companies fully realize that it 
requires considerable time, energy and 
expense of the general agent to prop- 
erly train and supervise his subagents. 
Not only is initial training necessary, 
but it is incumbent upon the general 
agent to keep his agency force carefully 
supervised and instructed in order that 
such force may be alert and up to date. 


Definition of “Personal Service” 


The United States district court for 
the western district of Pennsylvania, in 
a recent decision involving the taxation 
of a personal service corporation, the 
business of which was underwriting, 
said: 

“We do not know of any business 
where the personal service equation is 
more important than in the business of 
an insurance agent.” 

The general definition of “personal 
service” was recently raised by the Bu- 
reau of Internal Revenue in the case of 
Fred C. Sanborn of Boston. 


Earned Income Definition 
The law defines “earned income” as 
“wages, salaries, professional fees, and 
other amounts received as compensation 





Returns to Canada 














H. W. MANNING 


NEW YORK, Jan. 8.—H. W. Man- 
ning, superintendent of agencies of the 
Home Life of New York, has resigned 
effective March 1 to become assistant 
general manager of the Great West Life 
of Winnipeg, where he will direct the 
agency activities of that company. 
Cecil C. Fulton, Jr., his assistant at 
the Home Life, will succeed him. 

Mr. Manning, a native of Canada, 
was formerly with the North American 
Life of Toronto, joining the Home Life 
a little more than three years ago as 
assistant superintendent of agencies. 
Shortly afterward he was advanced to 
superintendent of agencies. 


for personal services actually rendered,” 
and, in the case of a taxpayer engaged 
in a trade or business in which both per- 
sonal service and capital are material 
income producing factors, “a reasonable 
allowance as compensation for the per- 
sonal services actually rendered by the 
taxpayer, not in excess of 20 percent 
of . . . the net profits of such business” 
shall be considered earned income. 

In Mr. Sanborn’s case an additional 
tax was proposed as the result of a re- 
duction of his “earned income credit” 
so-called, from the maximum allowance 
claimed, to 20 percent of his net income. 

Sanborn Contention Upheld 

The case was appealed to the United 

States board of tax appeals, and Mr. 


Sanborn’s contention was upheld in a 
decision dated April 8, 1930, which held 





“all the commissions he received were 
for personal services he agreed to ren- 
der and did actually render under his 
contract.” 

The board further stated: 

“His contract with with the company. 
The subagent’s contracts were with him. 
His commissions, in addition to com- 
missions received when he wrote insur- 
ance, came from the company by rea- 
son of his personal services in employ- 
ing his subagents, instructing them, 
supervising their work, assisting them in 
securing and retaining insurance etc. 
What he received, whether much or lit- 
tle, depended on his personal ability, 
skill, success and services in organizing 
his territory, securing capable and effi- 
cient subagents, all of which required 
his active and constant personal service 
and attention. It was, as he testified, 
for that and nothing else that his com- 
missions were paid. 








Should Be Earned Net Income 


“For the services which his subagents 

rendered him, he paid in accordance 
with the terms of his contract with 
them and reported the same as expenses 
in his income tax returns. In the cir- 
cumstances of the instant case, we are 
of the opinion that the commissioner 
was in error in not allowing the peti- 
tioner earned net income, in the maxi- 
mum amount for each of the taxable 
years in issue.’ 
” The commissioner of internal revenue 
did not at once acquiesce in the board’s 
decision. The case was by him appealed 
to the United States court of claims for 
review, but subsequently—on Oct. 24, 
1930—the appeal was dismissed on the 
commissioner's own motion and the de- 
cision of the board of tax appeals in 
Mr. Sanborn’s favor became final. 

Thus this decision establishes a prece- 
dent which, upon similar facts, will ben- 
efit all general agents from coast to 
coast. The writer has before him 
letters from several states, indicat- 
ing that the issue has been raised and 
is still pending throughout the country. 
The foregoing digest may be of some 
assistance in bringing about the settle- 
ment of some of these pending cases 
without the expense and inconvenience 
of a trial. 


Lutheran Mutual Engages Actuary 


The Lutheran Mutual Aid of Wa- 
verly, Ia., has engaged the services of 
W. G. Voecks as home office actuary. 
He received training at the Iowa Uni- 
versity. R. D. Taylor, Cedar Rapids, 
who has been consulting actuary, will 
for the present continue in a supervisory 
capacity. The society closes the year 
with over $30,000,000 in force. Officials 
state that it has arrived at the point 
where actuarial advice becomes neces- 
sary at its home office, since all busi- 
ness written and outstanding is based on 
rates and reserves derived from the 
American Experience table. 


Double Indemnity Held to 
Be Part of Life Insurance 





HOLDING OF FEDERAL COURT 





Declares That This Provision Is Kept 
in Force by the Extended 
Insurance 


* 





A double indemnity case has been de- 
cided by the United States circuit court 
of appeals in the 8th circuit of Missouri 
in New York Life vs. Rositzky. The 
policy was for $5,000, the company con- 
testing double indemnity. The lower 
court held that the entire policy includ- 
ing the double indemnity provision was 
by virtue of section 6151 of the revised 
statutes of Missouri 1919 continued in 
force notwithstanding the premium 
lapse, as extended insurance for the full 
amount carried in the policy beyond the 
assured’s death. As the rights are to be 
determined under sections 6151 and 6153, 
the court turns the question of whether 
this was a policy of “insurance on life” 
under section 6151. The higher court 
holds that while to bring the policy un- 
der section 6151 it must have a net value 
at the time of lapse, the statute does 
not point out just how that net value 
must be acquired further than to provide 
that it shall “be computed upon the ac- 
tuaries or combined experience table of 
mortality.” The company having admit- 
ted a net value, it is not in position to 
deny that there is such net value to the 
policy. The court says as the policy is 
within the provisions of section 6151, it 
was continued for the “full amount writ- 
ten in the policy” which is $10,000 over 
a period during which the assured died. 
Under section 6153 the court states that 
the company was bound to pay the 
“amount of the policy the same as if 
there had been no default in the pay- 
ment of the premium.” The court there- 
fore says it cannot escape the conclu- 
sion that the extra amount of $5,000 
provided in the policy if assured met 
death by accident was life insurance and 
not accident insurance. 


| Friends Subscribe 
$725,000 at Dinner 
Tendered Lipshutz 











That active participation in civic, so- 
cial and political affairs is one of the 
most effective ways for getting business 
is demonstrated by the unusual experi- 
ence of Joseph Lipshutz, agent of the 
central branch New York Life under 
Manager J. A. Campbell in Chicago, 
who voluntarily was tendered a testi- 
monial dinner recently by a host of 
friends, celebrating his 15th anniversary 
with the company, and was surprised by 
promises of $725,000 of business sub- 
scribed at the banquet. 

Upwards of 400 persons attended, in- 
cluding S. A. Hoffman, a prominent at- 
torney who was toastmaster, two assist- 
ant state’s attorneys and a judge of the 
circuit court. The subscriptions ranged 
from $1,000 to $50,000. 

Mr. Lipshutz was embarrassed when 
he came to the job of reminding his 
friends of their subscriptions. Manager 
Campbell worked out an effective way 
to accomplish this and get the business. 
He had a certificate engrossed for the 
signatures of those who had promised 
applications. Mr. Lipshutz now is en- 
gaged in the task of carrying this cer- 
tificate around to get these signatures, 
and he is finding it a simple matter 
after the signature has been obtained to 
make arrangements for the medical ex- 
amination without deliberately asking 
each man whether he intends to keep 
his word or not. 

Mr. Lipshutz is a member of the Top 
Club of the New York Life and regu- 





larly has a very large production. 
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W. R. BAKER TALKS 


W. R. Baker of the Newark agency 
of the Mutual Life of New York gave 
an interesting talk before the members 
of the Adams agency of the company 
in New York last week on “Looking 
Forward to 1931 With Confidence.” 
Mr. Baker has been giving a number of 
talks before agencies and under the aus- 
pices of trust departments of trust com- 
panies. He is a former president of the 
Newark Life Underwriters Association 
and a million dollar writer. 

6 ¢.@ 
EUBANK’S 1930 RECORD 

Increasing its business 80 percent 
over the previous year, the life insur- 
ance department of Johnson & Higgins 
of New York, general insurance office, 
paid for $38,625,756 in 1930, of which 
$14,769,600 was group insurance. Gerald 
A. Eubank, general manager of this de- 
partment, in reporting these figures this 
week, cited them as evidence of the im- 
portance of this new field of life insur- 
ance development, the business written 
by brokers. 

* * * 
ROBBINS & SIMONS DIVIDE 


J. Roy Robbins, one of the outstand- 
ing producers of the Home Life of New 
York and a partner in the Robbins & 
Simons agency, plans to leave the lat- 
ter office to open a new uptown general 
agency here for the company. Russell 
M. Simons will continue as general 
agent in the partnership’s office in the 
Home Life building as the Russell 








Opens New Office 











' PEREZ F. HUFF 


Perez F. Huff, well known New York 
life insurance man, has opened a branch 
office at 75 Maiden Lane, New York 
City, representing the National of Ver- 
mont, through an arrangement with 
Wells, Meissel & Pyser, general agents. 
Mr. Huff became a million dollar pro- 
ducer 30 years ago when he was but 
25. He became general agent for the 
Home Life of New York in Florida, his 
home state, and next with the Equitable. 
Later he moved to New York, becom- 
ing one of the first ten leaders in per- 
sonal production for the Northwestern 
Mutual, and then went with the Union 
Central. 

He continued his great strides for the 
Travelers, both as personal producer 
and general agent. He resigned the 
general agency in 1928 but continued 
with the Travelers in personal produc- 
tion, also placing business in other com- 
panies as a broker. He has developed 
an investment business and is president 
of the Perez F. Huff Company. 





Simons agency. The Robbins & Simons 
agency has led the company for the 
last five years. 
* * * 
R. F. MELLOR HIGH PRODUCER 


R. F. Mellor of the DeLong agency, 
New York, of the Mutual Benefit led 
that company in total production for 
1930 with $1,597,500. Max Hemendin- 
ger of the Day & Cornish agency, 
Newark, was second with $1,580,500 and 
Wallace H. King of Lima, O., a mem- 
ber of the Cincinnati agency, was third 
with $1,421,500. Ten of the company’s 
agents passed the million mark. 





Kinney Relieved of Duties 


At a meeting of the directors of the 
National Life of Des Moines, E. S. Kin- 
ney, secretary since 1922, was relieved 
of that position because of disagreement 
with officers of the company as to busi- 
ness policies. A successor will not be 
chosen until the annual meeting Jan. 20. 
Mr. Kinney had been with the company 
for 15 years. 
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Gives Company a Clean Bill | 





Arkansas Insurance Commissioner Ad- 
vises Home Life of Little Rock 
Policyholders to Stick 





LITTLE ROCK, ARK., Jan. 8—A 
meeting of general agents of the Home 
Life of this city was held in the office of 
J. J. Harrison. There were 25 general 
and special agents present. Plans were 
made for 1931. It was agreed that the 
principal objective should be a conserva- 
tion of the present business. The agents 
expressed their loyalty for the company 
and were given intructions for carrying 
on the work since the stabilizing influ- 
ence of the recent Keystone Holding 
Company negotiations. 

It was stated that the Home Life is 
now on a firm basis. Commissioner 
W. E. Floyd as his last official act for 
1930 addressed the following letter to 
the policyholders: 

“As the state official in charge of in- 





surance matters in Arkansas, I have in 
recent weeks been in close touch with 
the affairs of the Home Life and am 


gratified to be able to say that, in the 
opinion of this department, the policy- 
holders are secure and the company is 
entitled to the confidence of the policy- 
holders. 

Interests Well Protected 


“It is my opinion that the interests 
of the policyholders of the Home Life 
are amply protected and safeguarded 
and that any policyholder should be very 
hesitant to listen to anyone who might 
advise transferring, lapsing or replacing 
a Home Life policy. Any agent advis- 


ling a policyholder to transfer a policy 


from one life company to another must 
be regarded as doing so from a sefish 
motive and not for the best interest of 
the policyholder. Such practice on the 
part of an agent is condemned by the 
National Convention of Insurance Com- 
missioners, and by the laws of the state 
and by the rules of this department.” 


Gulf States Increases Capital 


The Gulf States Life of Dallas, Tex., 
has filed an amendment to its charter 
increasing its capital from $200,000 to 
$243,000. 














FIRST, satisfy yourself 
in your own mind that you 
have made proper provi- 
sion for your family and 
for your own later years. 


OW! 


National Life Insurance Day—January 21, 1931 


SPEND and SAVE 


at the same time 


OnE of the paradoxical things 
about ownership of good life insurance is 
that it enables a man to spend more freely. 


SUFFIC 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


Founded 1905 
COLUMBUS, OHIO 


THEN, witha clear con- 
science you can spend 
the rest of your income 
as you go along and en- 
joy life to the utmost. 


LIFE INSURANCE 
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THE HOME LIFE INSURANCE COMPANY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 


door-bell. 


There Is a Home Life Policy for Every Purse and Purpose 
0. 


OVER ONE HUNDRED MILLIONS IN FORCE 
INDEPENDENCE SQUARE 
(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 





OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


0D. 








PHILADELPHIA, PA. 


DELAWARE) 









































to all in the field for the company. 
This will assure complete ownership of 
renewal commissions, regardless of fu- 
ture events, and is regarded as one of 
the most liberal field operation plans 
now in effect. 

Excellent results were reported in 
personnel work in the agency depart- 
ment. An analysis by Cecil C. Fulton, 
Jr., new superintendent of agencies, 
showed that selection of agents had 
greatly improved during the past year, 
as indicated by a 15 percent cancella- 
tion of first year contracts last year as 
compared with 40 percent the year 
before. 

Agency activities of the year and 
plans for the future were gone over in 
round table conference. It was brought 
out that agents’ equipment had been 
augmented through the new personal 
contract, the family income policy and 
the increased efficiency of the agency 
department, promising a record year for 
1931. E. I. Low, chairman of the 
board said the company has completed 
its readjustment to the changed condi- 
tions and now stands ready to grasp 
the opportuniies which will open up 
during the coming year. 

It was reported that the Home 
passed the $400,000,000 mark of insur- 
ance in force in 1930, achieving its goal 
for the seventieth anniversary year. The 
first hundred million was reached in 
1910, the second in 1920, and the third 
in 1926. 


——— 


Federal Life Clubs Meet in 
Washington, D. C., Jan. 21 





The Federal Life and the Inner Circle 
Clubs of the Federal Life of Chicago 
will hold their annual convention at 
Washington, D. C., Jan. 21-23. A sep- 
arate managers’ meeting will be held 
the day before the regular convention 
opens. There are more qualified mem- 
bers in each of the two clubs than in 
the previous club year and those who 
qualified for this convention produced 
more per capita than they did a year 
ago. 

The theme of the meeting is “The Re- 
lation Between Thrift and Life Insur- 
ance,” because the convention will be 
held during National Thrift Week. Atten- 
dance including guests is expected to be 
about 100. Distribution of prizes for 
production in the club, including a grand 
prize of $300, based on largest volume, 
largest number of applications, prem- 
iums, etc., both in the life and accident 
and health departments, will take place. 
Among the speakers will be President 
I. M. Hamilton and L. D. Cavanaugh, 
vice-president. 


Guardian Life’s Managers 
Hold Chicago Conference 








The General Managers Conference of 
the Guardian Life of New York will be 
held at the Edgewater Beach hotel, Chi- 
cago, Jan. 12-14. Managers from all 
over the country will attend and a large 
delegation as well from the home office, 
headed by Vice-president J. A. McLane. 
Others in the contingent will be F. F. 
Weidenborner, Jr., superintendent of 
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The Travelers announces another 
Quebec convention in June, 1932, for 
1931 club members, including all mem- 
bers of the five major clubs who qual- 
ify, any agents who qualify in one lead- 
ers’ and one producers’ club, not in the 
same line, and any who has not quali- 
fied for a convention since the 60th 
anniversary meeting at Quebec in 1924 
and who qualifies in one leaders’ club 
or two producers’ clubs. 

There will be three clubs in each of 
the major lines, producers, leaders and 
major. In the life group qualification 
for the producers’ club is $100,000 of 
new regular life insurance and not less 
than $2,000 first year premiums; for the 
leaders’ club, $250,000 of business and 
not less than $5,000 first year premiums, 
and the major club, $500,000, and $10,- 
000 premiums. 

In the accident group there is re- 
quired respectively $1,200 of new acci- 


dent premiums, $2,000 and $2,500; in 
casualty, $1,800 of new premiums in 
public liability and indemnity lines, 


$3,000 or $4,000 respectively; in group, 
$200,000 on new risks effective in 1931, 
$500,000 or $1,000,000 respectively. In 
the automobile insurance group the re- 
quirements are respectively $2,000 of 
new premiums in any or all lines, $5,000 
or $10,000. 





American Life Managers 
to Hold Detroit Meeting 





American Life agency managers from 
all parts of the country will gather at 
the home office in Detroit, Jan. 15-17, 
for a sales conference and discussion of 
1931 plans, Executive Vice-president 
Claris Adams announces. The theme 
will be agency building. 

President C. L. Ayres will welcome 
managers at the opening session, and H. 
E. Van de Walker, Michigan super- 
visor, will talk on “Why Build an 
Agency?” and J. W. Yates, Detroit, gen- 
eral agent, Massachusetts Mutual, on 
“A Manager’s First Big Problem.” 

E. H. Marshall, superintendent of 
agencies, will talk on “What of 1931?” 
at the luncheon. E. W. Owen, Detroit 
branch manager Sun Life, will speak in 
the afternoon on “Selecting Agents.” 
W. H. Marshall will speak at a dinner 
on “Who to Sell in 1931,” and Fred 
Battelle, assistant Michigan supervisor, 
on “What to Sell in 1931.” 


Remainder of Program 


R. T. Smith, manager Travelers’ De- 
troit branch, is to speak the second 
day on “Describing and Selling the 
Job.” Vice-president H. P. Trosper, a 
“millionaire” for many years, will de- 
liver an inspirational address, “Sell "Em 
in 1931!” 

H. K. Schoch, general agent Aetna 
Life in Detroit, will speak in the after- 
noon on “Training the New Agent.” 

Commissioner Livingston of Michi- 
gan will be a guest at the banquet in 
the evening, and will speak. Mr. Adams 
will outline the company’s plans in a 
talk on “Our 1931 Goal.” The last day 
will be devoted to recreation. 





Great Southern Convention 
The Great Southern Life is holding 
an agency convention in Monterey, 
Mex. Agents paying for $100,000 or 
more yearly are in attendance. 
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Lustgarten Agency Holds 
Annual Staff Convention 





FINE RECORD IS CELEBRATED 





Equitable Office in Chicago Pays for 
$12,880,486, With $388,103 Prem- 
iums, 11.7 Percent Increase 





The unusual record of the Sam Lust- 
garten agency of the Equitable Life of 
New York in Chicago in increasing paid 
production 11.7 percent in 1930 was an- 
nounced at the agency’s annual conven- 
tion held in the Union League club Sat- 
urday. 

The outstanding feature of 1930 pro- 
duction was a considerable increase in 
average premium. Although the volume 
increase was substantial, $1,352,071, the 
increase in premiums was $82,234. This 
was due to the fact that in 1929 the 
average premium of the agency was a 
little over $27, whereas in 1930 it was 
over $30, indicating according to Mr. 
Lustgarten an increasing public interest 
in life insurance as an investment. 


Leads All Illinois Force 


The agency paid for $12,880,486 of 
business with $388,103 premiums under 
1,707 cases last year as compared with 
$11,528,415 in volume, $305,869 prem- 
iums and 1,295 cases the year before. It 
led Chicago and all of Illinois in De- 
cember with $1,141,894 in business, 
carrying $39,130 premiums under 118 
cases. It is interesting to note that in 
December, 1929, the agency paid for 
$1,039,356 volume with $22,776 prem- 
iums under 139 cases. 

The new organization made great 
strides, paying for $2,245,274 business 
with $61,092 premiums and 424 cases in 
the year as against $1,330,148 paid for, 
with $24,985 premiums and 205 cases 
in 1929. The new organization although 
it paid for only $129,932 in December 
against $192,859 in the same month a 
year ago, had $3,902 premiums in De- 
cember as against $1,686 the corre- 
sponding month of 1929. 


Reothaermel, Lustgarten Talk 


William Rothaermel, superintendent 
of agents Central department, compli- 
mented the organization for its out- 
standing achievement in the year, and 
Mr. Lustgarten reviewed 1930 business 
and general conditions. He mentioned 
the fact that Dec. 15 the six months’ 
treasury loan of $200,000,000 at 134 per- 
cent and $250,000,000 for one year at 
17g percent was greatly oversubscribed. 


Sell Policies 
Having Value 


(CONTINUED FROM PAGE 5) 


volume. Companies have resorted to all 
sorts of means to get insurance. In par- 
ticipating insurance he feels that too 
much of the premium is refunded. Se- 
curity, he asserted, is the vital thing in 
life insurance and it should not be im- 
paired. 


Dornfeld Shows Magician 
$500,000 Insurance Trick 


(CONTINUED FROM PAGE 4) 


mine,” Mr. Dornfeld said, and he pro- 
ceeded to give a demonstration of life 
insurance legerdemain which resulted in 
the application being signed. Mr. Black- 
stone up until that moment carried only 
$5,000 of life insurance. 

The new contract is issued on a basis 
which permits the magician to take ad- 
vantage of an annuity feature at age 60, 
thus it his producing years he is assur- 
ing himself of an adequate income in 
old age. 


Great Republic Conference Held 


The Great Republic Life of Los An- 
geles held its annual general agency 


meeting for the discussion of plans for 
the coming year Jan. 5-6, with an at- 
tendance of general agents from the 


company’s entire field, covering Cali- 
fornia, Arizona, New Mexico, Texas, 
Arkansas, Missouri, Oklahoma and 
Kansas. 


Round table discussion of home office 
details, talks on new policies and agency 
organization featured the first day, con- 
cluded with an address by W. H. Sav- 
age, vice-president, on “Quotas and 
Plans for 1931.” A _ luncheon-meeting 
attended by about 70 concluded the con- 
vention. 


Travelers Combined Income 
Was $217,304,000 Last Year 





The Travelers, Travelers Indemnity 
and Travelers Fire wrote a combined 
premium income last year of $217,304,- 
000. The life premiums were $106,119,- 
000 and accident and health $14,665,000. 
The new life insurance paid for during 
the year was $981,500,000. The increase 
in life premiums was $3,000,000. The 
total gain in income was over $3,799,000 
with $928,000 coming from increased 
business. Of all the lines the Travelers 
writes in its three companies, decreases 
were shown in compensation, liability 
and fire insurance. 





Henry D. Appleton Dropped 
Dead on Street in Albany 





WAS VERY FAMILIAR FIGURE 





Served the New York Insurance De- 
partment for 40 Years, Retiring 
in April 





H. D. Appleton, who retired as first 
deputy superintendent of insurance of 
New York last April, after 40 years’ 
continuous service, dropped dead on a 
street in Albany Jan. 3. He was 72 
years old. Mr. Appleton’s connection 
with the New York department began 
in 1883 when he was appointed to a 
clerkship by John A. McCall, then su- 
perintendent. Step by step Mr. Apple- 
ton progressed through the various 
grades in the office until he became first 
deputy in 1907, so continuing until his 
retirement in 1930. 


Was a Conspicuous Figure 


He was one of the best known figures 
among the supervising insurance offi- 
cials of the country and long served as 
chairman of the committee on blanks of 
the National Convention of Insurance 





Commissioners. It is a singular coinci- 
dence that his death occurred two days 
after the appointment to the superin- 
tendency of T. F. Behan, who entered 
the employ of the department about the 
same time as Mr. Appleton and who 
succeeded the latter as first deputy nine 
months ago. All deputies are appointees 
of the superintendent, and it’ was the 
invariable habit of Mr. Appleton to sub- 
mit his resignation to each incoming 
chief. In no instance was the resigna- 
tion accepted or even seriously consid- 
ered, Mr. Appleton’s great familiarity 
with the administrative affairs of the 
office and his thorough going integrity 
making him an indispensable aid. ; 

At the winter meeting of the National 
Convention of Insurance Commissioners 
in New York last month, Mr. Appleton 
was present and was accorded a signal 
honor. A committee had been appointed 
to prepare a bronze tablet recounting 
Mr. Appleton’s long service. This was 
to be hung in the office of the New York 
department and a photograph taken of 
it, the latter to be given Mr. Appleton 
for his personal use. On that occasion 
Col. Joseph Button paid a eulogy to 
Mr. Appleton for his life and work. 
Others also told of his achievements. 
The deliberations were halted for this 
ceremony of honor to one who had 
filled his office long and well. 








THANKS 


TOTAL 


*Based on Present Dividend Scale and Interest Rate. 


To the Continental American Life 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


OF SAINT PAUL 


Following a long established practice of giving to its splendid 
Field Force everything to sell that is good in Profit-sharing Life 
Insurance—ANNOU NCES 


THE FAMILY INCOME BOND 


Which provides on $10,000 of Insurance, a Monthly Income of 
$100 for either 10 or 20 years with full face amount payable at the 
end of either period. For illustration—age 25— 


1. A CLEAN-UP Fund is provided through the yearly 
dividends—which purchase without examination, one 
year term insurance. Amount payable for instance in 
event of death the first month of second year, on 
present dividend scale*.......... icke we x 

2. $100 MONTHLY INCOME for 19 years (228 months). 22,800 


3. Surplus interest of 142% for 19 years*...... 
4. Face Amount—which could still be left under the in- 


come options—present interest rate 5%*.... 
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last year of over 65%. 





Business for 1930—Our Fiftieth Anniversary—Continues showing splendid in- 
creases over 1929. The total from January through May will be an increase over 
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Investigate 
Before 
Investing 


-_ dollar that is spent for advertis- 
ing is either a good or a bad investment. 


And when you buy advertising, you buy 
circulation, so you owe it to yourself and 
to the interests you represent to investi- 
gate every publication’s claims concern- 
ing circulations, before you invest. 


It is your right to DEMAND circulation 
facts, not theory. Superficial informa- 
tion is not the kind on which to build a 
successful advertising campaign. Unless 
each copy of the publication you use is 
paid for, delivered and read by the kind 
of people you want to reach, you are 
paying for waste circulation and perhaps 
for circulation you are not getting and 
your advertising dollars ARE NOT pro- 


ducing proper results. 


A recognized standard is available to you 
in Audit Bureau of Circulations’ reports. 
The A. B. C.’s methods are uniform and 
its authority unquestioned. 


The Audit Bureau of Circulations places 
in your hands the authentic and essen- 
tial facts on circulation that every 
advertiser should have in order to prop- 
erly invest his advertising dollars. 


The A. B. C. report on The National Un- 
derwriter will gladly be sent to anyone 


interested. 


The National Underwriter 





E. J. WonLGEMUTH cE 


President 


C. M. Cartwricut 
Managing Editor 


The leading weekly insurance newspaper 


President Houston Gives 
Views on Life Insurance 
(CONTINUED FROM PAGE 3) 


aim to enrich itself in the so-called 
stock market field. Investments should 
be purchased to yield as much as pos- 
sible within the bounds of safety.” 
Safety Is Basic Consideration 

Safety, in his opinion, is the basic 
consideration. Life insurance as he sees 
it, founded on the mortality experience 
of the human race and linked with the 
operations of compound interest, should 
at all times place itself in just as sub- 
stantial and impregnable a position as 
possible. Financial officers need to 
study what is back of an investment and 
analyze its elements of permanency. 

“T regard the Mutual Life policyhold- 
ers in the same light as I do my own 
beneficiaries,” declared Mr. Houston. 
“I know that my estate will, for the 
most part, be for the benefit of those 
who are not acquainted with the ways 
of finance and the complexities of eco- 
nomics. Therefore outside of my in- 
surance, I shall leave my funds in se- 
curities which will be safe so that my 
beneficiaries need not watch the ticker 
to see what is happening to the invest- 
ments.” 

President Houston decries any spirit 
of commercialism in life insurance op- 
erations. It should be kept free from 
entanglements that may embarrass it. 
Life insurance companies, in his opin- 
ion, should be independent enterprises 
with no correlated activities. 


Objects to High Pressure Methods 


Coming to the production depart- 
ment, Mr. Houston again evinces that 
conservative viewpoint that he has in 
the investment end. He is not inter- 
ested in volume of business for appear- 
ance sake. He is seeking policyholders 
who need insurance, who purchase what 
will meet their special demands, and 
who will keep their policies in force. 
He objects to high pressure salesman- 
ship. He believes that when a person 
is oversold he is put to a severe strain, 
and eventually frequently drops his in- 
surance. 

“People need to be told the story of 
life insurance frankly and clearly,” Mr. 
Houston remarked. “This story should 
be told by those who know how to do 
it and who are masters of their calling. 
Life insurance can serve a multitude of 
needs. It is most elastic. What a pur- 
chaser desires is to be told just how 
it will fit in with his particular program 
and assist him in solving his economic 
problems. When a prospect has this 
vision plainly in mind, when he sees 
just what life insurance will do for him, 
he is vitally interested. He is buying 
then something he wants. The hit and 
run agent cannot sell life insurance as 
it should be sold. We want our agents 
to sell a man well so that he may con- 
tinue to be satisfied.” 


Deplores Heavy Lapsation 


President Houston is deeply inter- 
ested in any program which will bring 
good business. He stresses gain of in- 
surance in force. That is the real cri- 
terion of success. Heavy lapsation in- 
dicates trouble somewhere. If such a 
condition does exist, then he seeks a 
remedy. 

Mr. Houston believes that the policy 
formulated by the Mutual Life is prov- 
ing successful. It has created effective, 
conservative machinery. In the first 
10 months of 1921, a year of depression 
for example, its voluntary terminations 
were 5.21 percent of the insurance out- 
standing. With a much larger busi- 
ness in force, such terminations, in the 
first 10 months of 1930 were only 3.51 
percent of the insurance in force. The 
year 1920 was one of great life insur- 
ance production. In the first 10 months 


of 1921, the Mutual Life’s new business 
was only 79% percent of that of 1920. 
Last year was a big year; yet, in the 
first 10 months of 1930 the Mutual Life’s 


policy loans, Mr. Houston asserts com- 
panies need to study conservation very 
carefully and endeavor by all reasonable 
means to help policyholders to keep 
their policies in force. 


Two Important Services 


“The Mutual Life,” says Mr. Hous- 
ton, “has created two services whereby 
it hopes to assist its agents and policy- 
holders in every way possible. In every 
agency of moment there is now an 
agency organizer and a service repre- 
sentative. 

“First we want to enlist the right 
kind of agents,” Mr. Houston added. 
“We are seeking men who are in sym- 
pathy with our particular way of doing 
business, who are trustworthy, indus- 
trious and are ambitious to progress. 
We emphasize proper selection in the 
first place. That solves many difficul- 
ties. 

Keep in Contact With Agents 


“We rely on our managers with the 
assistance of our agency organizers to 
perform this important task. Then we 
want them to keep in close contact with 
the agents, train and equip them for 
intelligent and conscientious life insur- 
ance salesmanship. We urge our agents 
to get the confidence of the people be- 
cause they are honest in their presenta- 
tion of life insurance benefits. We do 
not believe in ‘trick’ salesmen at all.” 


Function of Service Representative f 


“Now take our service representative. 
Under the supervision and direction of 
the agency manager, he is the contact 
man with policyholders, helping the 
agents to give every possible aid. Re- 
newals are watched. When there is 
danger in the air, he is on the spot 
to try to save business. You see we 
want the policyholders sold right in the 
first place and then we want our offices 
to keep in touch with them and render 
such succor as we can. 

“In this connection I may add that 
we instruct our agents not to disturb 
policies with other companies. That 
is destructive. Above all the Mutual 
Life tries to be constructive, a builder 
of confidence in the life insurance sys- 
tem.’ 

Life Insurance As an Investment 


President Houston was asked in view 
of the financial conditions of the past 
year whether he felt people at large 
would not feel more favorably inclined 
to invest in life insurance. He said 
in substance: 

“I have had a number of evidences 
that life insurance is more and more 
regarded as essential for business and 
family protection. The public knows 
that its funds placed with a good life 
insurance company are safe. Its in- 
vestments are made by skillful finan- 
cial services, with the approval of able 
committees and the board of trustees. 
Policyholders have the benefit of the 
very best financial talent. They have 
the advantage of having the judgment 
of our trustees who have ability and 
experience. 


Can Conserve Benefits 


“Our modes of settlement today fur- 
nish a policyholder or beneficiary a most 
valuable and dependable means of con- 
serving life insurance benefits and of 
administering them. Through these fa- 
cilities, an insurance company can, in 
very many cases, do more for policy- 
holders and render a more satisfac- 
tory service than can other institutions.” 
As President Houston walked to the 
door his parting word was: 

“Let us ever keep in mind in our life 
insurance work that—security is the 
primary consideration.” 


Livingston Is Reappointed 


Formal announcement has been made 
by Governor Brucker of Michigan that 
he is reappointing C. D. Livingston as 
insurance commissioner. Mr. Living- 
ston served during the administration of 


























new business was 91 percent of 1929. 
At this particular time, with so many 


Governor Green with great satisfaction 
to all. 
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Place Emphasis said at this time that some companies | traits of administration, power ta select | stocks and bonds do not see any di- 
are picking out general agencies at inter- | able men and the ability to train them | minution in the amount received. There- 


on Sales Work 


(CONTINUED FROM PAGE 3) 


and unassailable basis for considering 
life insurance as the best of the favorite 
types of investment for the four princi- 
pal hazards of life; unemployment, dis- 
ability, old age and death. 


Jaqua Makes Comparison 


Defining the best property as the one 
which will deliver the maximum at 
those times of need, Mr. Jaqua proved 
point by point the superiority and se- 
curity of life insurance to real estate 
and bonds, the other most favored 
modes of investment. 

Other speakers at the Friday session 
were M. J. Cleary, vice-president; W. F. 
Atkinson, general agent here, and R. L. 
Law, Baltimore. V. D. Griffin, Man- 
chester, N. H., and F. A. Griswold, 2d, 
Bridgeport, Conn., were chairman of 
the morning and afternoon meetings re- 
spectively. 

Other Speakers at Meeting 


At the dinner meeting Friday night 
the speaker was Dr. H. H. Crane, pas- 
tor Elm Park Methodist church, Scran- 
ton, Pa., a nephew of the late Frank 
Crane, and at the luncheon meeting, Sat- 
urday the theme of the morning session 
was effectively followed up in the ad- 
dress of H. C. Spillman, author and 
lecturer, on “Personality as a Basic 
Factor in Selling Life Insurance.” 

About 400 agents from the New Eng- 
land, Middie Atlantic and South Atlan- 
tic states attended. 


Industrial Had 
Heartening Year 


(CONTINUED FROM PAGE 3) 


him from yielding to the idea that times 
are hard and nobody will buy. 

Lapses have, of course, been high, 
although because the agent’s extra sal- 
ary depends on his net premium in- 
crease it is reasonable to suppose he 
has done all he can to keep policies in 
force or if they do lapse to reinstate 
them as soon as possible. The effect 
of the depression has not been alto- 
gether to the detriment of industrial 
business, as it has increased the num- 
ber of people who are unable to carry 
their own insurance, families who are 
getting by now but who would be 
ruined by the outlay for a funeral and 
other death expenses. Deaths among 
their neighbors bring home the value 
of insurance in time of need. 

Predictions are that improvement in 
industrial will closely parallel the up- 
turn of industry in general, and in par- 
ticular in those localities which have 
been hit the hardest by unemployment, 
as there have been many families in 
such straits as to be unable to afford 
even the small outlay required for the 
weekly premiums. 

Individual agents as well as the com- 
panies have found business satisfactory, 
as is indicated by the remarkably low 
turnover among field men. New men 
have been taken on where there has 
been expansion but there has been prac- 
tically no need of replacements by rea- 
son of agents quitting. 


Some Observations on Life 
Insurance Conditions Today 


(CONTINUED FROM PAGE 4) 


general agents, assistant general agents 
or higher up positions. Some -officials 
declare that it is a reflection on a com- 
pany when it has to go outside for tal- 
ent to fill its higher places. The point 
is made that a company should have 
men coming on who can step into the 
breach at any point. Some companies 
seldom go outside their own bounds for 
men to fill vacancies. Others go to the 
other extreme and take outsiders al- 
most exclusively. However, it can be 





esting points and they will become re- 
cruiting schools. In the first place, a 
general agent himself must have quali- 
fications that will entitle him to be a 
real trainer and educator of men. He 
must realize that his general agency is 
not only a production office but an edu- 
cational office as well. Where a com- 
pany has at different points general | 
agents who are particularly well quali- | 
fied to train men it would seem to be 
an excellent system to regard these as 
schools for men in the making. A gen- 
eral agent must have those combination 


effectively. 

Life insurance agents appreciate the 
fact that when people are receiving divi- 
dends on their bonds and stocks they 
have some revenue with which to make 
purchases. It is estimated that last year 
$4,414,000,000 were paid in dividends. If 
this be true and the figure is compara- 
tively correct, it is $75,000,000 less than 
was paid in 1929. The dividends paid 


in 1931 may be somewhat less owing to 


|the fact that a number of concerns 


| passed their dividends or reduced them. | 


fore they make an excellent class of 
prospects, 


Miss Georgia Emery Dies 

Miss Georgia Emery, Michigan super- 
intendent of the women’s department 
of the John W. Yates general agency 
of the Massachusetts Mutual Life in 
Detroit, died on Monday following a 
three year’s illness. Miss Emery had 
been associated with the Massachusetts 
Mutual since she went to Detroit 30 


Those that have the better kind of! years ago. 








NEW RECORDS ARE IN THE 
MAKING FOR ROYAL UNION 


1930 was another good year for Royal Union salesmen. 
tions point to new and greater records to be attained in 1931. 
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Local 


Building 


Cor, Seventh and Grand Ave. 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


We write all standard forms 
of insurance. 


Women are accepted on the 
same basis as men. 


Our children’s policies are 
big winners. 


Age limits—0 to 60 inclusive. 
Licensed in 12 middle west- 
ern states. 


and general 
wanted under money-making 
contracts in Kansas, Missouri, 
Ohio, Texas and Mississippi. 


All indica- 


agents 

















in the chain of success 
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Life Insurance and Old Age Pensions 


It may be that old age pensions by 
the state are inevitable and that this is 
to be a future tax on our citizens, of 
ever growing proportions. It may take 
25 or 50 years for the public to realize 
what entrance by the state into the old 
age pension field really means. It will 
certainly have an effect on the psychol- 
ogy of certain classes of our population 
who are always near the danger line of 
destitution and poverty. 

We see this more clearly perhaps just 
at this time when “unemployment com- 
mittees” are at work and public and 
private agencies are making strenuous 
efforts to provide jobs for those who are 
in need. Many people who have tried 
to help in this matter have come to the 
conclusion that they might as_ well 
make an outright donation as to try to 
give work to people who have never had 
training in the work to be done or who 


have always been failures. Old age pen- . 


sions will undoubtedly help to increase 
the shiftless class, who will quickly 
learn how to take the greatest advan- 
tage of it and who will discontinue 
whatever little effort they may have 
been making to help provide for them- 
selves, if they can be sure of a mere 
existence at the expense of the state. 
On the other hand, there will of 
course be many worthy persons who will 


be benefited by old age pensions, but 
it is a question whether the natural 
generosity of a people energetic and 
self-reliant as a whole, in a country rich 
in resources like ours, is not better than 
dole-giving by the state. 

The great social value of industrial 
insurance has been that it has helped 
to maintain independence and self-reli- 
ance and therefore the spirit of hope 
and willingness to work on the part of 
the humbler elements of our population. 
Our whole American principle of inde- 
pendence and self-reliance fails in the 
proportion in which we seek state and 
semi-socialistic methods of relief. 

Life insurance has nothing to fear 
from old age pensions by the state, 
however, for the reason that it will al- 
ways be considered as a form of char- 
ity and the idea of charity is repugnant 
to people with any self-respect at all. 
The old age pension plan of the state 
will serve as a “bogie” and wherever 
adopted will no doubt be used by life 
insurance salesmen as an argument for 
regular life insurance and old age in- 
come protection. While life insurance 
men are against the principle of old age 
pensions by the state, they need have 
no fear that it will have a bad effect on 
their own business. On the other hand 
it stresses the need for life insurance. 


Ballast of Adequate Reserves 


DurRING times of business depression and 
economic disturbance the reserves of 
insurance companies become the strong 
ballast. A company carrying ample re- 
serves well invested has little need to 
fear the consequences of a terrific eco- 
nomic onslaught. There are many ex- 


periences through which insurance has 
to pass. When companies are but- 
tressed with ample reserves they will 
stem the tide. In days like the present, 
well invested and adequate reserves will 
carry any company to the haven of 
safety. 


Putting Ideas to Work 


IpEAS are worth something if you can 
find men who can put them to work. 
When a person of energy, stability and 
initiative has vision enough to clothe 


an idea with proper habilaments and 


‘start it going, it will likely arrive. Back 
of every achievement there is an idea 


and a man who had set it in motion. 





PERSONAL SIDE OF BUSINESS 

















C. M. Brown of Danville, Ill., gen- 
eral agent of the Illinois Life, attended 
the meeting of the Green Signal Club of 
his company in Chicago, Saturday. Mr. 
Brown has just recovered from a long 
siege of illness. He left his office the 
first of August and is just getting back 
into the harness. He had an infection 
of the eyes and was kept in the hospital 
for many weeks. 


Charles F. Collins, assistant superin- 
tendent of agents New England Mutual, 
was in Chicago this week on business 
development. The company now has 
three general agencies in that city and 
is extending its lines in every direction. 


William Van Sickle, general manager 
in Michigan for the Home Life of New 
York and one of Detroit’s veteran life 
underwriters, has decided to retire after 
nearly 44 years in the business, all of 
the time with the Home. In apprecia- 
tion of his long and outstanding service, 
officers will be hosts at a dinner in his 
honor Jan. 15. 

Mr. Van Sickle began as office boy in 
the Home Life’s Detroit agency in 1887, 
and 11 years later was named general 
manager at Detroit, with jurisdiction 
over Michigan. Five months after his 
appointment he developed the agency to 
a point where it was second in the com- 
pany at the close of the year. The fol- 
lowing year he put the agency in first 
place and it has led the company’s field 
organization many years since then. 

As a result of his interest in develop- 
ing the agency plant Mr. Van Sickle was 
elected to the company’s board. He has 
been active in the Detroit Association of 
Life Underwriters, being president two 
terms. He has also been active in civic 
affairs, being a member of the Detroit 
board of commerce, a 33rd degree 
Mason, past potentate of Moslem 
Temple, for six years commander-in- 
chief of the Consistory and for 15 years 
president of the Masonic Temple Asso- 
ciation. 


F. H. Haviland, Chicago manager re- 
cently appointed for the Connecticut 
General, barely had got into the saddle 
when he contracted a bad cold. He was 
still reported this week unable to return 
to his office but was expected to be 
back at work in a few days. 


F. G. Wigginton, new general agent 
State Mutual at Pittsburgh, was in Chi- 
cago a few days last week renewing old 
friendships in the Aetna Life office, 
where he was until recently associate 
general agent, and reported himself well 
settled in his new managerial post—not 
to mention eminently satisfied. 


A. H. Hiatt, supervisor in the Whatley 
~eneral agency of the Aetna Life, Chi- 
cago, and Mrs. Hiatt are in receipt of 
their first-born, a_ girl, who entered the 
life insurance business via the Evanston 
hospital a few days ago. 


E. D. Duffield, president of the Pru- 
dential, will be the guest and speaker 
at the annual banquet of the Bond 
Club in Newark Jan. 14. 

Depressions are what Martin Zitz- 
mann, general agent for the Missouri 
State Life in Chicago, lives on. He 
told the agents of his branch at their 
annual party that he was born in the 
depression of 1893; started to work in 
the depression of 1907; changed posi- 
tions in the depression of 1920, and as- 
sumed his present position during the 
depression of 1930. Now he is waiting 
for bigger and better depressions. 


Millard H. Hall, “65, special agent for 
the Berkshire in Rochester, N. Y., for 
21 years and active in the insurance 
field since 1891, was killed there when 
he was struck by an automobile, the 
driver of which was alleged to be in- 
toxicated. He was one of the veterans 





honored at a dinner given only a few 
days before the accident by Rochester 
insurance men. 

J. I. Behling, 59, general agent for the 
Northwestern Mutual Life at Columbus, 
O., for 17 years and formerly assistant 
general agent in Milwaukee, died at his 
home at Columbus after a short illness. 
He had been with the Northwestern 
Mutual since 1890. 

Mr. Behling had been in poor health 
following a stroke several months ago. 
About a month previous to his death, 
failing health caused him to tender his 
resignation as general agent at Colum- 
bus. 


John R. Hardin, president of the Mu- 
tual Benefit Life, has been reappointed 
to the sinking fund commission of Es- 
sex county, N. J., by Mayor Congle- 
ton of Newark. Mr. Hardin has been 
on the fund board for several years. 


S. T. Whatley, general agent in Chi- 
cago for the Aetna Life, has gone to the 
home office in Hartford on business 
from whence he will go to his old home 
at Moundville, Ala., and expects to re- 
turn to Chicago around the middle of 
January. He made the trip with his 
brother, F. C. Whatley, who is con- 
nected with the W. M. Hammond gen- 
eral agency of the Aetna in Los Angeles. 

R. W. Stevens, Jr., son and namesake 
of the distinguished president of the 
Illinois Life, is going through the mill 
at the home office in Chicago learning 
administrative work from the bottom 
up. He attended Shattuck Military 
Academy and then Northwestern Uni- 
versity. He is now assigned to the 
agency department. Young Raymond 
has ability and will be heard from when 
he gets his feet well planted in the soil. 

E. J. Hutchinson of Champaign, III, 
manager of the Illinois Life in central 
Illinois, is one of the most picturesque 
figures in the agency ranks of his com- 
pany. He is familiarly known to all as 
“Old Hutch.” He is the original presi- 
dent of the “Humdinger Club” of the 
Illinois Life and will hold that job so 
far as can be ascertained during the nat- 
ural period of his life. Mr. Hutchinson 
attended the Green Signal Club meeting 
in Chicago Saturday and said that it 
Was just 24 years ago that day, on Jan. 
3, that he wrote his first policy for the 
Illinois Life. He compared the condi- 
tions then and now. He had to get on 
a local train and ride four miles. It 
was a very rainy day and then with an 
umbrella he walked a mile and a half to 
the home of the prospect. There were 
no hard roads or automobiles at that 
time. Mr. Hutchinson wrote two poli- 
cies. Singularly enough the name of the 
assured was Johnny ' Wise. 


Although he has rom writing life in- 
surance only since last March, C. W. 
(Shifty) Bolen, former coach at Wil- 
mington College, Wilmington, O., has 
qualified for membership in the Ohio 
State Lifé $200,000 Club. Mr. Bolen 
is a former Ohio State University stu- 
dent and was a football star there. In 
less than a year he has become one of 
- leading producers of the Ohio State 

ife, 


Vice-President John M. Thomas of 
the National Life of Vermont will visit 
the Chicago general agency, Jan. 29-30. 
At that time a group of general agents 
in the central west will be present with 
General Agent Marc A. Law as the 
official host. Vice-President Thomas 
was formerly president of Rutgers Col- 
lege. He is a man of fine attainments 
and high character. He will be the con- 
tact man for the company and since 
joining the National Life has been 
studying the life insurance relationships 
and procedure. 
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Our Greatest Year... 


1930 


was not only a good year for the Continental American, 
but by far the best year in its entire history. New 


business shows a gain of more than 40% as compared with the 
previous year, while the increase in the total amount of insurance 
in force was 69% greater than for 1929. 


These large gains in a year of acute depression are 
largely due to the introduction of our sensational new 
Family Income Policy which was instantly acclaimed 
throughout the insurance world, both in this country 
and abroad, as a remarkable new discovery that would 
revolutionize life insurance. 

This prediction is already well on the way to ful- 
fillment, for the Continental American’s Family In- 
come Policy has now been adopted by more than fifty 
different companies in the United States and Canada, 
while it is also being issued by many other companies 
throughout Europe, Asia and Africa as well. 

From all parts of this country and Canada, from 
England, Scotland and Ireland, from Germany and 
Austria, from South Africa, from Japan, Australia and 
the Philippines—from virtually every part of the civil- 
ized world—have come hundreds of testimonials and 
glowing tributes to this great contract. Nor is this at 
all surprising, for as one of the leading authorities has 
well said: “In effect, this new policy practically cuts in 
half the cost of providing an income for the family.” 

The Continental American continues to special- 
ize almost exclusively on the better class of risks, the 
people with the larger incomes who not only live 
longer than the average, but who insure in substantial 








Summary of the 23rd Annual 
Statement, December 31, 1930 





Assets te det - $13,460,959 
Liabilities <= # 11,677,645 
Excess of Assets — $1,783,314° 
New Insurance- - 22,346,499 


41% more than 1929 


Insurance in Force 103,791,444 


Increase 69% greater than for 1929 
*Capital $652,350; Surplus $1,130,964 
J 














amounts. To this high class of select risks, the Com- 
pany offers a marked reduction from the usual rates. 


_ As the result of this specialization 90% of the new 


business for 1930 was in policies of not less than $5,000 
at the minimum. 


Pui.ip Burnet, President 


Continental American 
Life Insurance Company 


WILMINGTON 


DELAWARE 


Excellent Agency openings for men qualified to handle the high type of business in which we specialize. 
> d D> » I 
Address George A. Martin, Vice-President in Charge of Agencies 
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January investors are not seeking Speculation, 
going to preach and practice Thrift, yourself in 1931—you sign up with 
those OSLICO people, or you're no Man o’ Mine— 


bish—“Economic,” 
he—“Shavings!” 


January is “Thrift Month”— 


January 17th to 23rd is 


LISSEN BILL,— 


“Thrift Week”— 


January is the month of new budgets, fresh hopes, 
definite plans, formative resolutions— 


The month when millions in dividends are dis- 
tributed to deserving men and women every- 


said he—“Eccentric,” 


replied the stranger— 


where, who have invested wisely, and these funds in turn are calling 
for the exercise of caution and prudence in the matter of reinvestment— 


The month of all months when Savings and Investment Plans are uppermost 
in the minds of millions who are sincere in their desire to increase their 
wealth and improve their condition— 


January is, therefore, the logical month in which to present investment from a 
Thrift standpoint, and don’t you say that there’s a Thriftier investment 
anywhere than Life Insurance—(another Ten Thousand on you, Bill!)— 


but SECURITY, 


and you're 


Saw Old Man Millions, today, gleaning lost lumps of coal and collecting rub- 
said a passerby—“Savings,”’ said 


Thrift implies intelligence, ingenuity, industry, an ever-growing interest in life’s 
activities, a wholesome desire to profit legitimately, a real joy in helping 
others to get the most out of life—write them today, Bill, and Tell it All 
in your First Letter—there, I knew you'd do it for your Little Lady! 


THE OHIO STATE LIFE INSURANCE COMPANY 











AMERICAN 


Guaranteed 
Benefits 


CENTRAL 


LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


Old Line Legal Reserve 
Established 18699 


HERBERT M. WOOLLEN, President 


Columbus, Ohio 
Participating Non-Participating 
LIFE HEALTH ACCIDENT 
Annuities Insurance 


Guaranteed 
Low Cost 
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Nye Made Denver Manager 





' Named by Equitable Life of New York 


to Succeed Late P. L. Pease 
in Colorado Field 





DENVER, Jan. 8.—H. Allen Nye has 
been appointed manager of the Equit- 
able Life of New York for Colorado 
and eastern Wyoming succeeding P. L. 
Pease, who died Dec. 24, after a brief 
illness. W. H. Glines, superintendent 
of agencies western department, will 
install Mr. Nye at an agency luncheon 
Jan. 12. Mr. Nye was at one time 
assistant manager at Denver. He was 
transferred to Boston about two years 
ago to open a new agency and made an 
outstanding record. 





E. O. Paulson 


E. O. Paulson has been appointed 
supervisor in the E. C. Fowler agency 
of the New England Mutual in Chicago. 
Mr. Paulson has been a personal pro- 
ducer in Chicago for nine years, start- 
ing with the .Travelers as a _ special 
agent shortly after his graduation from 
the University of Illinois. He has had 
a splendid record as a personal producer. 
Mr. Paulson will have charge of recruit- 
ing and training new agents. 





J. P. Orchard 


The Mutual Trust Life has appointed 
J. P. Orchard of Sioux City, Ia., identi- 
fied with several old line companies in 
that district the past nine years, general 
agent for 17 southwestern Iowa coun- 
ties. 





W. E. Brugman 


W. E. Brugman has been named by 
the John Hancock Mutual Life as gen- 
eral agent at Omaha, succeeding J. C. 
Daugherty, who has retired from active 
direction but will remain with the com- 
pany. Offices are in the First National 
bank building. 


Webb to Be Chicago Speaker 


W. E. Webb, executive vice-president 
of the National Life, U. S. A., will ad- 
dress the Accident & Health Managers 
Club of Chicago at its meeting Jan. 12. 
Announcement will be made at that 
meeting in regard to the club’s annual 
evening meeting to be held in March. 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


Tel & ce of many malges contenct 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 














Abel Goes to Raleigh, N. C. 


Assistant Superintendent of Agencies of 
Atlantic Life Becomes General 
Agent 








The Atlantic Life has appointed M. T. 
Abel as general agent at Raleigh, N. C. 
The past 
five years he 
has been as- 
sistant su- 
perintendent 
of agencies 
of the At- 
lantic. He 
started his 
insurance 
career with 
the New 
York Life as 
cashier of its 
Columbia, 
S. C., office. 
Later he 
opened its 
Savannah 
office and 
was after- 
ward agency 
organizer of its Richmond office for six 
year, resigning in 1917 to become West 
Virginia manager for the Pacific Mutual. 
After filling this post for two years he 
was supervisor of the Reliance Life for 
Oregon and Washington for six years. 
He was educated at Amherst, graduat- 
ing in 1904. At college, he was promi- 
nent in athletics, especially in football. 
At Raleigh he will succeed the G. D. 
Richardson Company which resigned the 
Atlantic’s general agency there to per- 
mit Mr. Richardson, its head, to devote 
more time to his large personal interests. 
Mr. Richardson and other officers of the 
agency, including C. I. Godwin and Miss 
Julia Jordan, will remain actively asso- 
ciated with the Raleigh agency as mem- 
bers of Mr. Abel’s production staff. 





M. T. ABEL 





Jensen to Fidelity Mutual 





Well Known Philadelphia Insurance 
Man Opens New Office in Central 
Part of City 





PHILADELPHIA, Jan. 8—J. O. 
Jensen has resigned as a unit manager 
of the home office agency of the Penn 
Mutual in charge of the brokerage de- 
partment, to manage a central city 
agency for the Fidelity Mutual Life 
with offices in the Fidelity-Philadelphia 
Trust Building. 

He has made an outstanding success 
with the Stevenson agency and also 
as assistant general agent of the Harper 
agency of the Aetna Life. He was 
chairman of the managers’ committee 
of the Philadelphia Association of Life 
Underwriters in 1929 and is now gen- 
eral chairman of the Tri-State Life In- 
surance Sales Congress which convenes 
on March 22. 


New Manager's Career 


He is a graduate of Stanford Univer- 
sity and worked as an engineer with the 
Bell Telephone Company on the Pacific 
Coast until the outbreak of the war. 

Returning to America in April, 1919, 
he was appointed assistant to the chief 
of engineers at Washington. He was 
among the first in the United States to 
obtain an international aviator’s cer- 
tificate. He is a member of the Feder- 
ation Aeronautique Internationale and 


the American Institute of Electrical 
Engineers. 
Following sales experience with 


Henry L. Doherty and the La Salle 
Extension University, he joined the 
Aetna Life as a full time agent in 
October, 1924. His success as a per- 
sonal producer was immediate, and 
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from 1925 to 1928 he was assistant gen- 
eral agent in the Philadelphia agency 
of W. R. Harper, in charge of broker- 
age business. 

In January, 1929, he became affiliated 
with the Penn Mutual as manager of 
the brokerage department of the home 
office agency under John A. Stevenson. 





J. A. Witherspoon, Jr. 


The Pacific Mutual Life has appointed 
J. A. Witherspoon, Jr., general agent of 
the life and accident department at 
Nashville, Tenn. 





Home of Arkansas Changes 


R. C. McKay, general agent for the 
Home Life of Little Rock at Fort 
Smith, is transferred to Pine Bluff, 
Ark., to succeed Ray Patterson, who 
has gone with the Penn Mutual at New- 
ark, N. J. Odel Moudy, a former 
banker at Danville, Ark., succeeds Mr. 
McKay at Fort Smith. 

G. W. Lewis, who won national 
fame last year by 365 days’ continuous 
production, has been appointed general 
agent at Texarkana, succeeding V. A. 
Pate, who has joined the New Orleans 
office of the Pan-American Life. 


M. O. Purifoy 


M. O. Purifoy has succeeded C. B. 
McClure as general agent for the Con- 
tinental Life of St. Louis at Wichita 
Falls, Tex. He had served as special 
agent under Mr. McClure. He will de- 
vote his entire time to building his 
agency. 








Bruce Taggart 


The Western States Life has entered 
Montana and established a branch at 
Billings in charge of Bruce Taggart, 
who supervises the state. He is one of 
three brothers in the company’s service, 
Grant Taggart of Cowley, Wyo., hav- 
ing been one of the company’s leading 
producers for several years and presi- 
dent of the Eldorado club for the third 
time, and a second brother, Scott Tag- 
gart, being a member of the Salt Lake 
City agency. Montana is the third state 
entered by the company this year, the 
others being Arizona and Texas, and 
the Western States now operates in all 
states west of the Rocky Mountains. 





B. H. Sellinger 


B. H. Sellinger, for the past three 
years one of the leading producers in 
the Joseph A. Sullivan agency of the 
Equitable Life in San Francisco, has 
been promoted to assistant agency 
manager. 





B. S. Drew 


The Fidelity Mutual Life has ap- 
pointed B. S. Drew manager of its 
Brooklyn and Long Island department. 
Mr. Drew has had 12 years of life in- 
surance experience. Before that he was 
a director of athletics for the Y. M. C. 
A., newspaper reporter, member of the 
claim department of the New York 
Street Railway. In life insurance he has 
developed much business through sys- 
tematic use of the telephone. 





R. G. Gregory 


R. G. Gregory, for the past year man- 
ager for the Franklin Life in St. Louis, 
has joined the Morton & Morton 
agency of the Connecticut Mutual Life 
in that city as production manager. He 
was with the Aetna Life for eight years 
and was formerly assistant to Dr. C. J. 
Rockwell as a member of the faculty 
of the life insurance school of the Uni- 
versity of Pittsburgh. 

The Morton & Morton agency fin- 
ished the largest December in its his- 
tory with practically $700,000, complet- 
ing the year with a 5 percent gain in 
paid premiums over 1929. 





Earl H. Bach has been promoted to 
superintendent of the Indianapolis No. 3 
district of the Prudential. He began 
service as an agent Jan. 24, 1921, and 
on July 14, 1924, was made assistant 
superintendent. 








In Guardian Ranks 











JAMES L. RAINEY 


The Guardian Life announces the ap- 
pointment as manager of its Indianapolis 
agency of James L. Rainey, formerly 
agency supervisor for the Missouri State 
Life and more recently supervisor of 
bond salesmen for Rogers Caldwell & 
Co. Mr. Rainey’s headquarters will be 
in the Odd Fellows building. He suc- 
ceeds Fred M. Dickerman, who has re- 
signed as manager after 10 years’ service 
to devote his time to personal produc- 
tion. Mr. Dickerman remains with the 
Guardian’s Indianapolis agency. 

Mr. Rainey started in the field as an 
agent for the Missouri State and later 
was transferred to the home office as 
supervisor of the accident and health 
department. 








Kenneth O’Rorke of Lincoln has been 
appointed by the South Platte agency 
of the Union Central Life to have charge 
of its Grand Island office. H. C. Smith 
will represent the company at Orleans. 
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Chicago Partnership Formed 





Frazer, Powers & Moulton Is Organ- 
ized to Give Triple Service in 
Estate Analysis 





The firm of Frazer, Powers & Moul- 
ton has been formed in Chicago to give 
a triple service. The features are con- 
sultations on any specific estate or busi- 
ness problem, setting up an entire case 
for underwriters on a contingent fee 
basis, and a complete service involving 
study of the plan and closing the sale. 

The members are J. R. Frazer, who 
resigns as vice-president and trust ofh- 
cer of the Straus National Bank, Chi- 
cago, to enter the partnership; H. T 
Powers, who has been connected with 
the Fowler general agency of the New 
England Mutual in Chicago, and Har- 
per Moulton, a large personal producer 
and former manager who for more than 
a year has been a broker. They have 
taken offices in suite 1155-61 One La 
Salle street building. 

They will devote themselves to estate 
analyses, wills, personal and business 
trusts, acting not only as life insurance 
producers but also as consultants to 
other life insurance men in arranging 
programs, stabilizing businesses, con- 
serving estates, etc. The three partners 
will check each case in conference. Mr. 
Powers is author of the manual of es- 
tate analysis which is being used in con- 
nection with the work of the American 
Institute of Estate Advisors. Thus 





Extra Money 
For Your Later Years 


Extra Money for Later Years assured 
through our Life Income Plan is one 
theme in our 1930-1931 Sales Campaign. 


The public is as awake today as it ever 
has been to the investment value of life 
insurance and quite as interested to 
make certain provision for future finan- 
cial needs. 


Connecticut ‘General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 
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American National 
Insurance Company 


GALVESTON, TEXAS 


$604,973,097 INSURANCE IN FORCE 


We Have Openings for Live Men in 


Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigas South Carolina 
Under Direct Home Office Contracts 
ORDINARY—INDUSTRIAL 


GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up te Date Policies—Non Medical—Group and Special Law 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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An UNUSUAL CONTRACT 
will be offered to 


An UNUSUAL MAN 


—is a producer 

—can organize 

—is, of course, honest 

—has three years of experience 

—is seeking opportunity 

—will WORK 

—needs no financing 

—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment of 
new Agents under him for whom he will not be re- 
sponsible financially and yet on whom he will re- 
ceive overwriting Commissions as high as $4 per 
thousand and long time Renewals 


WHO: 


WHO: 


THE COMPANY It is rated “A” by Best 
Its rates for Insurance are extremely low 
Age 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 
It writes all latest forms—Participating only—- 
including an improved Family Income form; also 
Juvenile 
Has over $135,000,000 in force. 
TE ITOR The Company desires to develop—Indiana, Illinois, 
RRITORY North Carolina 
Experienced field men to help the man selected to 
ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE. 
UNLESS You have no present connection, or you have a real 


reason for leaving your present connection and are 
not at fault yourself, we are not interested. Write 
fully about yourself. We will not communicate 
with references until after interview. Write S-32, 
The National Underwriter. 


WE WANT AN UNUSUAL MAN 


























OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 





All Standard Policies Written 





$1.00 A MONTH 
Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 





BIG MONEY FOR THE GO-GETTER 





Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 





the new plan will be a triumvirate of 
life insurance specialists, estate experts 
and a trust officer and lawyer. The 
opening of the office will be in a week 
or so. 


Seeks Ohio Retaliatory Law 


Abolition of Tax on Unearned Pre- 
mium Reserve and on Annuities 


Also Recommended 








Adoption of a retaliatory law in Ohio, 
abolition of the tax on the unearned 
premium reserve of fire and casualty 
companies and abolition of the tax on 
annuities are recommended in the re- 
port of the insurance committee to the 
governor's taxation committee in Ohio. 

The committee shows that in 1927, 
Ohio companies would have saved $440,- 
941 if Ohio had no tax on premiums 
collected by foreign insurance com- 
panies, operating only under a recip- 
rocal and retaliatory tax law. In 1928 
the Ohio companies would have saved 
$575,435 and in 1929 they would have 
saved $366,853. 

In support of the recommendation 
that tax on unearned premium reserve 
be abolished, the committee points out 
that reserves of life insurance companies 
are not taxed, being considered by the 
Ohio supreme: court as a legal debt 
necessary under the insurance laws and 
returnable at all times on cancellation 
of- insurance. 


Disadvantage to Ohio 


_ Because these reserves have been sub- 
ject to tax, they have been placed in 
non-taxable securities which, according 
to the committee, places the Ohio com- 
panies at a disadvantage with foreign 
companies inasmuch as foreign com- 
panies are able to invest reserves in 
securities yielding a higher return. Re- 
moval of this tax, the committee be- 
lieves, would greatly stimulate insur- 
ance operations in Ohio. 

Because annuities have been taxed, 
residents of Ohio have _ purchased 
smaller proportions than in other states 
where there is no tax on this property 
or where the tax is nominal. Further- 
more inasmuch as income settlements 
under all life insurance policies can be 
construed to be annuities a good many 
policyholders have not availed them- 
selves of the opportunity of leaving their 
insurance on an income basis. 

C. Vivian Anderson is chairman of 
the insurance committee. 





Notables at Albritton Party 


Home Office Men, University Leaders 
at Luncheon for New Provident 
Mutual General Agent 





A luncheon, attended by home office 
officials, agents and associates in alumni 
work of Northwestern University, in- 
cluding persons prominent in the life of 
Chicago, marked the entrance of E. S. 
Albritton into his new duties as general 
agent of the Provident Mutual Life in 
Chicago. Mr. Albritton was formerly 
manager of agencies of the Southern 
States Life of Atlanta. 

Vice-President M. Albert Linton of 
the Provident Mutual, F. C. Morss, 
agency manager, and Walter Cross, as- 
sistant agency manager, honored Mr. 
Albritton by their presence at the lunch- 
eon. Others in attendance included Dr. 
Walter Dill Scott, president of North- 
western University; Circuit Tudge W. 
V. Brothers and Harry E. Weese of the 
Harris Trust & Savings Bank. 

Mr. Albritton has been active in the 
affairs of the Northwestern University 
Alumni Association. While he was in 
Dallas for the Minnesota Mutual Life, 
Mr. Albritton was chairman of the 
Texas chapter of the Northwestern 
Alumni Association. 


Oakes and Luckey in Charge 


The program for Indiana Insurance 














Day at Indianapolis Jan. 20 will be in 





charge of M. B. Oakes, president of the 
Insurance Research & Review Service, 
and H. A. Luckey, president of the In- 
dianapolis Association of Life Under- 
writers. The life insurance men will 
have a sales school or seminary in charge 
of Mr. Oakes and a corps of sales in- 
structors. 





Chicago Staff of Missouri 
State Life in Annual Party 





With Vice-President Henry Reich- 
gott in attendance representing the 
home office, the producing staff of the 
Martin Zitzmann Missouri State Life 
general agency in Chicago gathered at 
the annual good fellowship banquet. 
Mr. Zitzmann, who succeeded to his 
position only a few months ago, re- 
ported that the Chicago branch of the 
Missouri State Life paid for $100,000 
in new life premiums during 1930 and 
$28,000 in new group premiums as well 
as a substantial amount of accident and 
health. Three men in the agency were 
qualified for the $250,000 club and will 
make the Missouri State Life trip to 
Mexico City in June. Six men qualified 
for the $100,000 club. 

Mr. Reichgott urged that the staff 
give more attention to accident and 
health business. C. A. Fargo is the 
supervisor of sales of the accident de- 
partment in Chicago. 

Others who spoke briefly were Walt 
Tower, managing director of the Chi- 
cago Association of Life Underwriters; 
A. A. DeLapp, one of the leading pro- 
ducers of the Zitzmann agency, and O. 
A. Piggott. 





Guaranty Life Men Meet 


Forty-four Michigan representatives 
of the Guaranty Life of Davenport at- 
tended a sales conference at the state 
headquarters in Lansing. President L. 
J. Dougherty was the principal speaker. 
Other speakers included J. E. Walker, 
state manager, and Robert Morse, head 
of the agency licensing division of the 
Michigan department. District Man- 
agers Shepherdson and Haas of Peoria 
and Rockford, Ill, respectively, and 
State Agent Michaelson of Canton, O., 
also attended. 





Thurman Agency Breakfast 


E. B. Thurman, general agent New 
England Mutual in Chicago, gave a New 
Year’s breakfast at the Midland club for 
his staff at which plans for 1931 were 
discussed. 








Missouri Valley 
State News 














Kizer Acting Commissioner 





Former Incumbent Agent Placed in 
Temporary Charge of Nebraska 
Department 





J. L. Kizer has been named by Gov- 
ernor-elect Bryan of Nebraska to take 
over the duties of insurance commis- 
sioner, succeeding Lloyd Dort, who has 
served since November, 1929. Mr. Ki- 
zer’s appointment is only temporary, 
Mr. Bryan announces, and it is assumed 
that if he can induce the legislature to 
do so, the new governor will carry out 
the wish expressed when he was gover- 
nor before, to make the insurance divi- 
sion a separate bureau. He failed then, 
and in consequence left the major part 
of the duties to be performed by the 
chief clerk, Mrs. J. D. Fairchild. The 
bureau was made a part of the depart- 
ment of trade and commerce 12 years 
ago, and Mr. Bryan says that he will 
not make any change in the position 
of secretary of that department until 
after the legislature decides the fate of 
his proposed bills abolishing the code 
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system and substituting a readjustment 
plan that would get rid of department 
secretaries. 

Mr. Kizer served the greater part of 
1929 as temporary insurance commis- 
sioner, taking charge early in January, 
when C. B. Anderson resigned after a 





few weeks because of ill health, and 





serving until Mr. Dort took charge. He 
was then and is now head of the state 
bureau of securities, and will continue 
as such. Mr. Bryan says he does not 
consider it necessary that the insurance 
commissioner be paid so high a salary 
as $5,000 a year. Mr. Kizer will look 
after both offices at $3,600 a year. 











IN THE SOUTH AND SOUTHWEST 











Life Men Back C. C. Greer 


Governor Asked to Appoint John Han- 
cock Mutual Special Agent Insur- 
ance Commissioner 








BIRMINGHAM, ALA., Jan. 8.—The 
srmingham Association of Life Under- 
writers and the Alabama General Agents 
& Managers Association have recom- 
mended to Governor-elect Miller the 
appointment of C. C. Greer, Birming- 
ham, as insurance commissioner. 

This comes on the heels of the action 
of the Alabama Association of Insur- 
ance Agents (fire and casualty) in rec- 
ommending for the post: F. N. Julian, 
president Bankers Fire & Marine and 
former insurance commissioner; Sterling 
Foster, veteran Birmingham life agent, 
and Blair Thompson, tormer president 
of the Birmingham association. 

Mr. Greer is special agent for the 
John Hancock Mutual Life. Formerly 
he was general agent for the Pilot Life. 
He had not solicited the commissioner- 
ship and the recommendation came as 
a surprise to him. The incoming gover- 





nor, who takes office Jan. 16, has not 


indicated what action he will take in 
the matter. 





Expect Floyd Will Be Retained 


Governor Harvey Parnell of Arkansas 
will begin his second term Jan. 12 and 
it is generally supposed he will reap- 
point W. E. Floyd insurance commis- 
sioner and fire marshal. The past year 
Mr. Floyd's department began several 
important duties, including liquidation 
of the Home Fire and Home Accident, 
and it is thought Governor Parnell wil! 
retain him in office. 





Semans Forms Globe Life 


The Globe Life has been incorporated 
in Oklahoma City by Ed. M. Semans 
and his associates. Mr. Semans is presi- 
dent of the Globe Fire of Oklahoma 
and owns a large local agency in Okla- 
homa City. He will be president of the 
new company, which will be located at 
107 North Broadway, and Al G. Patter- 
son is secretary-treasurer. G. A. Stark is 
among the incorporators. 








PACIFIC COAST AND MOUNTAIN 

















Survey Insurance Estates 





Oregon Mutual Life Will Have All 
Policies Reviewed During the 
Present Year 





The Oregon Mutual during its silver 
jubilee year has formulated a plan for 
surveying the insurance estates of all its 
policyholders. Usually this work is done 
by agents for rather large policies but 
the Oregon Mutual Life believes that a 
service is due the smaller people. Exec- 
utive Vice-President Schuppel in this 
connection says: 

“While every company’s plans include 
the servicing of its policyholders, I know 
from my own sales experience that the 
tendency of all salesmen is to confine 
this service to their larger policyholders. 
But I believe that the solicitation and 
sale of $1,000 or a $2,500 policy carries 
with it an obligation of service just as 
surely as it does with the sale of $5,000, 
$10,000 and larger policies. 

“Consequently we are going to see to 
it that in 1931 every Oregon Mutual pol- 





icyholder, regardless of the size of his 
insurance estate, receives a competent 
survey of his insurance in this company. 
We have designed a survey form which 
the agent must follow in making his sur- 
vey, which will make certain that no im- 
portant points have been overlooked. 
Moreover, it will provide the home office 
with accurate information on which to 
base a study of several field problems.” 


Los Angeles ‘Managers Reelect 


The Life Managers Club of Los An- 
geles has reelected its entire official 
staff, including H. G. Saul, John Han- 
cock Mutual Life, president; Sam Mc- 
Curdy, New York Life, vice-president; 
Roy Denny, Missouri State Life, execu- 
tive secretary, and Eva F. Evans, as- 
sistant secretary. 

The principal speaker at the meeting 
was C. A. Macauley, president Life 
Managers Club of Detroit and general 
agent there for the John Hancock Mu- 
tual Life, who discussed in detail the 
manner in which the Detroit club is 
conducted and the problems submitted 
to it for consideration and solution. 
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Smith Speaks at Des Moines 


Life Insurance as the Ideal Form of 
Property Theme—Launch C. 
L. U. Course 








At the January luncheon of.the Des 
Moines Association of Life Under- 
writers, Earl Smith, educational direc- 
tor Equitable Life of Iowa, spoke on 
life insurance as the ideal form of prop- 
erty. Every man hopes to retire with 
an adequate income, or in case of his 
death, to make full provision for his 
family. Life insurance is the best way 
to assure both, he contended. He in- 
sisted that a life insurance policy is al- 


ways worth 100 cents on the dollar, and 
he contrasted this permanence in value 
with the fluctuating price of real estate, 
stocks, bonds and various other securi- 
ties. 

Will Conduct Training Course 


A tutoring course for the chartered 
life underwriter degree will be spon- 
sored by the association. Sessions will 
be held in the library of the Equitable 
Life of Iowa on the 17th floor of its 
building. Dean A. E. Bennett, formerly 
of Des Moines University, will supervise 
the course, with Earl Smith, educational 
director Equitable Life of Iowa; W. F. 
Poorman, actuary Central Life of Des 
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CONSERVATION 


Many factors in the lapse problem. 
Poorly selected and poorly trained Agent. Insta- 
bility of the policyholder’s character, cessation of 
insurance need, inability to pay the premium. 
Poor selection of prospects by the Agent, high 
pressure or faulty selling, lack of Agent’s continu- 
ing. his contact after delivery of policy, grievance 
against Agent, grievance against Company, twisting 
by Agent of another company, poor follow-up by 
General Agency, and, after lapse, ineffective restor- 
ation methods of Home Office. All of these causes, 
and others, contribute. Some are ineradicable, 
some cannot be modified, others can be minimized. 


The lapse and surrender turnover of our com- 
panies constitutes an item of expense and of wastage 
which must be grappled with as persistently and 
resourcefully as is the task of production, or as is 
the task of matching life insurance contracts and 
service with the public’s expanding needs. “Net 
Results” is an inclusive term, and is the measuring 
standard of a businesslike management in life 
insurance. In 1931 a great tleal more will be heard 
of it. 


WM. A. LAW, President 


Wm. H. Kingsley, Vice-Pres. 
John V. E. Westfall, Vice-Pres. 


THE PENN MUTUAL LIFE INSURANCE CO. 
PHILADELPHIA 


Hugh D. Hart, Vice-Pres. 


Founded 1847 Independence Square 














Moines, and P. C. Irwin, assistant ac- 





tuary Equitable, as instructors. Forty 








Writing all standard forms of participat- 
ing and non-participating insurance con- 


tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 
S. M. Cross, President 

Desirable terri- 

on A 

Oho, .- = 

and Kentucky. 
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Cincinnati, Ohio 
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A good many men 
| will admit that their success 
in building a profitable volume 
of business has been hastened 
by the cooperation given by 
our Agency Department. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 





























HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 








Come to the ‘ 


GREAT REPUBLIC LIFE 


and Double Your Production by 
Writing Its Wonderful New « 


Select Risk Life Expectancy Policy 


Guaranteed Low Cost with many attractive features, inciuding Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 


Maximum Protection for Minimum Deposit. Full coverage for the 
active years of life with extremely liberal conversion privileges. 

Liberal first year and renewal commissions paid to experienced life 
underwriters. 


For full information concerning an agency connection communicate with 


W. H. SAVAGE, Vice-President 
1300 Great Republic Life Building 
LOS ANGELES, CALIF. 











GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 














underwriters from Des Moines have 

signed up for the course and others are 

expected to follow. 
* OK 

Kalamazoo, Mich.—In announcing the 
new officers of the Kalamazoo associa- 
tion, M. H. Martin, newly elected presi- 
dent, was erroneously listed as being 
with the Canada Life. Mr. Martin is 
with the Sun Life of Canada. 

*x* * * 

Kansas City, Mo.—An evening meeting 
of members of the Kansas City associa- 
tion and their wives has been arranged 
for Jan. 16 to hear G. E. Lackey, presi- 
dent National association. 

*x* * * 

Grand Rapids, Mich.—Members of the 
Grand Rapids association heard a tribute 
to life insurance from Rev. G. H. Mce- 
Clung, pastor of the First M. E. church, 
when they attended his church in a body 
recently at his special invitation. The 
pastor took as his topic “An _ Infidel 
Plus,” declaring such a title applicable 
only to the man who does not provide 
for his own home. 

ee ¢ 

San Francisco—W. W. Klingman and 
A. G. Borden, vice-presidents of the 
Equitable Life of New York, are to be 
the principal speakers before a “Pros- 
perity Meeting” of the San Francisco 
association on Life Insurance Day, Jan. 
9 


oi. 





*x* * * 

Los Angeles—The January luncheon- 
meeting of the Los Angeles association 
will be held Jan. 15, under the auspices 
of the life insurance committee of the 
Los Angeles chamber of commerce, of 
which Will G. Farrell, Penn Mutual Life, 
is chairman. The principal speaker will 
be F. H. Skipper, personnel manager 
of the Pennzoil Company. 

o «= * 

Mississippi—Dr. J. O. Segura, medical 
director Lamar Life, lectured on “Se- 
lection of Risks” and “Substandard 
Risks” at a recent weekly meeting of 
the C. L. U. class of the Mississippi as- 
sociation in Jackson. 

es: * 

Baltimore — Speakers as announced 
for the January meeting of the Balti- 
more association are A. R, Jaqua, as- 
sociate editor Diamond Life Bulletins, 
Cincinnati, on “Life Insurance as Prop- 
erty,” and A. J. Starner, Lincoln Na- 
tional Life, on “Contacting.” 

* * * 

Lincoln, Neb.—Faced by the fact that 
there are four times as many persons 
licensed to sell life insurance in Lincoln 
as there are full-time agents, the Lin- 
coln associations voted to name a com- 
mittee to take steps to get rid of what 
was denounced as unfair competition. 
It was decided to ask the various serv- 
ice clubs and the ministerial association 
to join the association in putting over a 
thrift week program. M. L. Palmer, who 
is looking after insurance legislation, 
reported that while the Omaha chamber 
of commerce insurance subdivision is 
asking for a limitation of $2,500 on 
non-medical policies sold on an annual 
premium basis and for an increase in 
amounts that may be written on chil- 
dren's lives, the main effort will be to 
prevent the passage of dangerous or 
harmful legislation. 

* * x 

Nashville, Tenn.—W. R. Morrison was 
elected president of the Nashville asso- 
ciation at the annual meeting; A. H. 
Smith, vice-president; A. W. Litz, sec- 
ond vice-president; Miss Nellie J. Roche, 
secretary-treasurer. The executive com- 
mittee includes F. C. Womack, C A. 
Easterling, V. J. Harrup, Hooper Mat- 


.hews and J. H. Knox. 


* * * 


Southwest Texas—The regular meet- 
ing of the Southwest association at San 
Antonio was addressed by J. Frank 
Hagan of the Guarantee Motor Company 
on “Creative Selling.” 

Life underwriters were urged to go 
out and sell insurance as an investment 
of the best type. He described insur- 
ance as a benefit and a thing not to be 
considered in connection with death in 
a sales talk. From the number of women 
who determine the type of automobile 
bought by the husband, Mr. Hagan said 
he believed the underwriters are neg- 
lecting an opportunity in failing to sell 
the wives on the values of insurance. 

* * * 

District of Columbia—The District of 
Columbia association held its regular 
meeting in Washington Jan. 8. The 
guest speaker was A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, 
who spoke on “Life Insurance as an In- 
vestment.” John H. Snyder, president 
of the local association, presided, 
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Judge Elliott Presents 


Clear Analysis 


of Types of Cases in Which Insurance 
Trust Is Preferable to Installment Plan 


A workable analysis of the cases in 
which it is advisable for the agent to 
recommend conservation of policy pro- 
ceeds through the life insurance trust 
was presented to the Green Signal Club 
of the Illinois Life by Judge Byron K. 
Elliott, manager of the American Life 
Convention. 

Judge Elliott declared that the field 
of usefulness of the life insurance trust 
and the installment settlement are mu- 
tually exclusive. “There are places for 
each method and you know how to pre- 
scribe as a doctor prescribes, the remedy 
to fit the case. 

“The only approach to a selection of 
method,” Judge Elliott declared, “is the 
accurate analysis of the desires of the 
policyholder. When he has delineated 
the disposition he wants made of the 
funds arriving at the maturity of the 
policy, then you are his professional 
adviser and yours is the responsibility 
of arranging the most economical and 
convenient setup that will accomplish 
the desired result. 

“We may take it as a general princi- 





ple that where payments in regular in- 
stallments over a period of years will 
perform the functions the policyholder 
desires his insurance to perform, the in- 
stallment settlement should be recom- 
mended and no reference made to in- 
surance trusts. Where the installment 
settlement plan will completely suffice, 
it is an error on the part of the under- 
writer to advise a trust. 

“The reasons why the proceeds of a 
policy should be left with a company 
when simple payments in installments 
suit the plan of the policyholder in all 
its details, are apparent. First, the funds 
are protected by greater diversity of in- 
vestment than any ordinary trust could 
attain. Safety of principal and income 
is as certain as payment upon maturity 
of the policy. The entire resources of 
the company contribute to the safety 
of this fund. Secondly, the market 
value of the fund does not fluctuate. In 
a trust, the proceeds are invested in 
prime securities; we have seen the mar- 
ket on triple A bonds fluctuate widely 
in the last few months. It is one of 


the great virtues of a contract with a 
life insurance company—it remains al- 
ways at par and does not fluctuate in 
value. 

“Furthermore, the installment settle- 
ment involves no fee. A trust company 
must charge fees, and reasonable as they 
may be, they constitute unnecessary ex- 
pense in case the installment settlement 
fits the bill. It is also possible, although 
very unlikely, that a trust may get into 
court with consequent allowances to 
trustee, attorney and court costs.” 


No Fee for Installment 
Plan Is Consideration 


Judge Elliott divided into four classes, 
the cases where neither the installment 
settlement, nor anything the company 
has to offer will do what the policy- 
holder wants done. They are: 1. Where 
the policyholder wants someone to use 
discretion in paying out the fund. 2. 
Where payment is conditional upon facts 
not easily ascertainable by the life com- 
pany. 3. Where the plan is so compli- 
cated that the company cannot conven- 
iently handle it. 4. Where there are a 
great number of small policies upon 
some of which installment payments are 
very small or under the company’s mini- 
mum. 

Judge Elliott brought a hopeful view- 





to the members of the 
Green Signal Club. He believes that 
life insurance should be among the 
first to benefit from any improvement. 
People who have learned the lessons 
of speculation, will be quick to turn to 
life insurance when funds are available. 

With the passing of each year, more 
and more people who have participated 
in the proceeds of life insurance, are 
convinced of its value and the sales re- 
sistance is cumulatively lower. Greater 
strides have been made in development 
of selling technique and new policies 
have been contrived to fit more needs. 
“With a small measure of added study 
and effort,” Judge Elliott concluded, 
“there is no reason why 1931 cannot 
surpass the banner year.” 


point on 1931 


Low Pressure Selling 


A new book entitled “Low Pressure 
Selling” comes from the Midwest Press 
of Bloomington, Ill. The author is 
James A, Worsham, who is sectional 
sales manager of the Williams Oilo- 
matic Company. Mr. Worsham has 
contributed much to the literature of 
selling in his particular line of work. 
He is also a speaker. The book sells 
at $2.50 and is packed full of interest 
ing selling experiences lifted out of a 
day’s work of a sales executive. 
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HOME OFFICE 











Participating 
Non-Participating 
Sub-Standard 


1 Day to 


JEFFERSON 


JULIAN PRICE 
President 








UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 


office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 
ing basis. 


Just glance over this list: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Juvenile Policies 


Preferred Risk 6%, Guaranteed Disability Income 
Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 

Age Limits: Income 


Ask for further information 


LIFE INSURANCE COMPANY 


MORE THAN 365 MILLIONS IN FORCE 


direct with the home 


Double Indemnity 


65 Years 


STANDARD 


GREENSBORO 
North Carolina 

















STOP - LOOK - LISTEN 
Get In the Big Money Now! 


The reason that men without insur- 
ance experience are now producing 
at the rate of $1,000,000 a year is 
because the people who buy our 
policy now automatically share in 
the profits on a certain number of 
shares of stock as long as they live 
and keep the policy. 

Could you sell insurance with the 
cooperation of a few stockholders? 


Operating only in IIlinois. 


Write today to Wilbur Wynant, President 


STATE LIFE OF ILLINOIS 


HOME OFFICE 
332 South Michigan Ave. 


Chicago 
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Policy Literature. Rate Books, etc. 
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PRICE, $4.00 and $2.00 respectively. 
| 


New Policies, cia Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the * 
and “‘Little Gem,”” Published Annually in May and April respectively. 


‘Unique Manual- 

















Big Dividend Disbursement 
Equitable Life of New York Made 
Record in Payments to Policy- 
holders in 1930 


dividend disburse- 
within any 
by the 
Final dis- 


The largest total 
ment to its policyholders 
year is just being completed 
Equitable Life of New York. 
bursements during the last few days of 
the year brought the total for 1930 to 
about $52,000,000, an increase of 
$3,860,000 over 1929. 

The aggregate amount to be allocated 
for dividends to policyholders in 1931 
will show a further increase in keeping 
with the larger aggregate amount of in- 
surance in force. The dividend scale to 
be adopted for 1931 is with minor excep- 
tions the same as for 1930, and on divi- 
dends and insurance proceeds left on de- 
posit the company will, in addition to 
the 3 per cent guaranteed, pay the same 


rate of excess interest as granted this 

year, 1.75 per cent, making a total of 

1.75 percent allowed on such funds. 
The total dividends disbursed to 


policyholders by the Equitable since its 
organization aggregate $640,000,000. 





Equitable Enters New Field 


Iowa Company Announces Convertible 
Family Income Policy Providing 
Life Insurance Program 


The Equitable Life of Iowa an- 
nounces a convertible family income con- 
tract which is presented as something 
new in this field. It covers the essen- 
tial needs of the average man with fam- 
ily responsibilities, giving a basic pro- 
gram in one policy, including a cleanup 
fund, family income, old age income, 
disability income and double indemnity, 
all at moderate cost. In case insured 
dies during income period the cleanup 
fund equals 15 percent of the face im- 
mediately payable to beneficiary. 

This policy is written with 
payable until policy anniversary when 
insured had he lived would have been 
age 45, 55 or 65, depending on the form. 
As with other contracts of this sort the 
income is 1 percent per month of the 
face. If assured dies before expiration 
of income period and there is indebted- 
ness on policy, any dividend credits can 
be applied toward payment of indebted- 
ness and the cleanup fund will not be 


income 








They are representa- 


WO men. 1 : 
~ of America’s vast population. 


One, a rising young business or pro- 
fessional man; typical of millions of 
executives, doctors, lawyers, engineers, 
teachers, and clerks, all serving so- 
ciety. The other, but one of millions 
in factory and shop, contributing to 
the good of the world with their 
hands. 


The needs and requirements of all 
classes in society are found in the 
unique full coverage contracts of the 
United Life providing Single, Double 
and Triple Indemnity life insurance; 


UNITED LIFE BUILDING 


Two Men 


EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 


proratable accident in- 
surance; waiver of —— : 
non-cancellable, non- >=” 
premiums and monthly income for 
permanent and total disability—all 
in one contract. These policy con- 
tracts protect the insured while he 
lives; protect the future of his 
loved ones when he is gone; pay 
off the mortgage on the home; pay 
for the education of the children; 
provide for comfort and security in 
old age. 

Every home should own one or 
more of these life insurance policies. 
Increase your earning capacity through 
the sale of this contract. Write 





CONCORD, NEW HAMPSHIRE 





so applied unless the company is spe- 
cifically requested to do so. If divi- 
dends are not sufficient and the balance 
of indebtedness is not immediately paid, 
then each monthly income payment 
during income period will be reduced 
by $2.92 for each $1,000 of remaining 
indebtedness, and at end of income pe- 
riod, face of policy less remaining in- 
debtedness will be paid. 
Carries Conversion Right 


This policy may be changed to ordi- 

nary life as of original date of issue 
with corresponding premium, but if as- 
sured lives to end of income period the 
policy automatically becomes ordinary 
life in this way with all proper values. 
In addition the assured may change to 
limited pay life or endowment at end 
of income period by continuing pay- 
ment of original premium, in which 
event non-forfeiture values would be 
correspondingly increased. If this is 
done and the contract matures as an 
endowment, proceeds can be used un- 
der settlement options to ‘provide old 
age income for assured. 
The minimum which will be issued is 
$3,000, or $30 family income per month 
and minimum monthly premium is $15, 
Rates at representative ages for $10,000 
are: 








a eae to—_———_, 

Age 45 g 65 
a 227.70 $297.70 
Dee wssn 60e 243.90 326.60 
Serre 265.10 369.70 
Dciceesccane 294.30 426.40 
Sectanacsee a0eee 499.20 
—C aa eee 591.10 
Diénecivese seine. weres 666.70 

Home Life 

The Home Life of New York will pay 





dividends for the first three months of 
1931 on the same basis as in 1930. Ac- 
tion on the remaining nine months of 
1931 will be taken at the January meet- 
ing of the board. 
New England Mutual Life 
New policies of the New England Mu- 


tual provide surrender values after pay- 





Street Car Company Aids 


Sale of Life Insurance 





The Denver street car system 
will cooperate with the Colorado 
Association of Life Underwriters 
for the next three weeks in creat- 
ing new and larger estates. The 
street car company maintains that 
people who ride the street cars 
instead of automobiles are able to 
effect savings of 25 to 75 cents a 
day which will finance from $5,000 
to $15,000 in life insurance. 

During the week of Jan. 10 to 
16 every street car on the Denver 
system will bear large posters in 
front on the outside, reading: “Go 
by street car. Save money. Buy 
life insurance. Have a bank ac- 


count. Create a streetcar estate! 














Ferrucci Is Advanced 


NEW YORK, Jan. 8—A. R. Fer- 
rucci, who organized the Hoboken 
agency of the Colonial Life of Jersey 


City and put that office among the lead- 


ing agencies of the company, 











has been 


transferred to the Long Island city 
office, where he will continue his busi- 
ness-building activity as manager for 
that district. 

ment of two annual premiums. These 
second year values are the full 3 per- 
cent reserve less a $5 surrender charge. 
The contestable and suicide period is 
fixed at two years. 





Supervisor or Field Representative 


Open for position. Have excellent 
record with present company and 
they know of this ad. Write in con- 
fidence. Box S-34, The National 


Underwriter. 














LINCOLN, NEB. 


GENERAL AGENCY OPPORTUNITY 





set-up. 


Able organizer wanted for established agency of large 
and aggressive guaranteed low-cost life company. 
Strong company backing. Especially attractive sales 





Write fully in confidence to S-33, The National Underwriter. 
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agency force successful. 


34 Nassau Street 
DAVID F. HOUSTON 
President 





The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 
him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn’t this merely natural and 


Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. Tae Muruat Lire InsurANcE Company oF New York affords such 
conditions to its field workers. Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


of New York 


New York, N. Y 
GEORGE K. SARGENT 
2nd Vice-President 














NOT TOO LARGE 
NOT TOO SMALL 


If You Are Ready for 


Ji 
COL. C. B. ROBBINS, Pres. 





Circularization Aids—Supervisor’s Help—Direct 
Contracts and Special Producer’s Clubs 


ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 
P and Non-P. P 
articipating on-Participating eiicien— then ond Women cn Squil Terme—Teul 


Contracts, Human Relations, Liberal 





a General Agency There ts Desirable conte 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 
Sigmund—Vice-Pres. & Agency Director 


CEDAR RAPIDS, IOWA 


Cc. B. SVOBODA, Secy. 
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DIAMOND LIFE BULLETINS 


A comprehensive Encyclopedia containing only Practical, Proven Selling Methods, 
classified and indexed for quick reference. K ept up to the minute with 
supplementary information each month as new methods develop. 
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The Salesmanship Section now in 


SIX LOOSE-LEAF RING BINDERS 


New subscribers receive all accumulated material, now more than 3000 pages, in the six ring binders pictured above, and the monthly Sales Bulletins 
for a one year period for $45.00. Initial payment $10.00 and note for balance in quarterly installments. After first year Monthly Service $2.00 month. 


Subjects Treated 


Business Insurance 

Income Insurance 

Prospecting 

Briefs and Sales Letters 

The Selling Process 

Answering Objections 

Closing 

The Agent's Job 

Converting Term Insurance 

Wills and Estate Analysis 

Life Insurance Trusts 

Principles of Psychology 

Legal Phases 

Auditing Present Insurance 

Selling Women 

Selling the Farmer 

Selling Professional and Salaried Men 

Selling Men of Wealth 

Charitable Bequests and Endowments 

Educational Insurance 

Federal Estate and Income Taxes 

State and Provincial Inheritance Taxes 

A Series of Successful Standardized 
Presentations 

And Many Other Phases of Under- 


writing. 


Business Insurance the 


Great New S, specialty 


THE DIAMOND LIFE BULLETINS , 
420 East Fourth Street, 

In addition to the 3000 pages Giacianati, Obie 
contained in the six volumes pic- [ Please send me a subscription blank for The Salesmanship Section of 
tured above, covering practically The Diamond Life Bulletins, as 1 want you to enter my order. 
every phase of modern Underwrit- () Send blank as above; ship Accumulated Files of Six Volumes at once 
I am enclosing my check for $10.00 as initial payment and I will sign 


1, we are ' specializing .S 
ing, we are now specializing in the blank and note covering the balance due for the first year’s Service 


Business Insurance, particularly as and return them to you 

it relates to Stock Liquidation in [) I am not ready to place my order now but send me further information 

the “Close Corporation.” This about the Bulletins. 

treatment will continue throughout 

the year 1930. Name Title 
In the Business Insurance Sec- 

tion we have already covered: Company 

The “One-Man”™ Business 

The Partnership Street Address 

Business Insurance and Bank Credit 

When the Brains Die—What? City 














Asx your prospects if they are plan- 
ning to stay in their business harness until 
they drop. Are they willing to endure 
the strains and distractions of the fast 
pace of business through their sixties and 
seventies? Will they be at the beck and 
call of employees requiring important de- 
cisions, the necessity of watching details 
and answering the phone, when other men 
are enjoying a rest from business cares? 


You can arrange to relieve them from 
such enervating worries when they reach 





IN THE HARNESS ’til they drop 


60, 64 or 65. You can show them how an 
income can be arranged from the same 
life insurance policies that protect their 
families during their productive years and 
will also pay a comfortable income at 60, 
64 or 65 and as long as they live. 

You can provide this by selecting Trav- 
elers Insurance Annuity or Retirement 
Income policies. 

Any Travelers Branch Office will be glad 
to explain the advantages of selling these 
business-like contracts for business men. 
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THe TRAVELERS INSURANCE COMPANY +o THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 
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HARTFORD CONNECTICUT 








